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Behind every Ingot Iron Shop 
is the established prestige « 
ARMCO. The mere mentior 
of ARMCO Ingot Iron has i 


effect on a customer 
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a continuous 
subscription t ‘Ingot Iron 
Shop News” a monthly 
paper—and oth ine 
building he im 


Thousands of Shops Enrolled Kamil 


UALITY Work with Quality Iron” Use rust- -resisting A Anat 


means more business with bigger and put the sign ovet2 the = 
directs people to an Trigot . Ir h 
profits. 


your shop. "e a>’ 
Millions of users of_ sheet metal read Sy 
about ARMCO Ingot Iron in Saturday Litas CS ae Co. 
Evening Post, Good Husekeeping and Export: The ARMCO International Corp. 
Collier’s magazines. Cable Address: ARMCO, Middletown 
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LARGEST HOME BULOERS IN THE NORTHWEST 


Maror (onstruction(0. 


GENERAL CONTRACTORS 


PORTLAND. OREGON 





Homer Furnace Company, Novenver 24,1925. 
343 E. Madison Street, 
Portland, Oregon. 


Gentlemen: 


We believe the Homer to be the biggest value in the 
furnace market, 


We sold over three hundred Homers last year and could 
have had almost any furnace agency we wanted, but *e 
doubt if we could have made the showing that we have 
without the Homer line. 


fle feel that the most valuable asset in our furnace 
business is the fact that it is a Homer furnace 


Very truly yours, 








MATOT CONSTRUCTION CO. 
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Capacity Over 30,000 Furnaces Annually 


It’s Because Prospects are Asking 


Race 


co 

i. i. 
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ase\ N ee: 
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nYourLe dger 


This is not only the experience of one 
or two Homer dealers, but it is the 
experience of our entire dealer organi- 
zation. When once a dealer becomes a 
member of the Homer Harmony Or- 
ganization he immediately becomes a 
participant in the sales volume which 
Homer Furnaces automatically create. 


That is why dealers write, “It is the 
most valuable asset on our books.” 
Their high rate of turn-over on in- 
vested capital plus satisfactory business 
dealings with manufacturers, is what 
makes selling Homer Furnaces a valu- 
able asset. 


Then, too, our Year-to-Pay plan is a 
tool in your hands to create a greater 
furnace sales volume. Write in today 
for our dealer sales plan and prove to 
yourself the value of a Homer Furnace 
connection. 
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HOMER FURNACE CO., Coldwater, Mich., U. S. A. 


Homer Furnace Co., PortLaAnp Oret., Pacific Coast Distributors 
Tue Cincinnati SHeet Metar & Roorinc Co,, Cincinnati, Onto, Southern Distributors 
Janney, Sempie, Hitt & Co., MINNEAPOLIS, MINN., Northwestern Distributors 


M. A. Karp & Son, 183—6th Ave., 


New York., N. Y., Eastern Distributors 


MILWAUKEE Stove & FuRNACE Repair Co., Mi-waukee, Wis., Eastern Wisconsin Distributors 


SKINNER MACHINERY COMPANY, 
Tue AETNA MANUFACTURERS SALES COMPANY, 


Dunepin, Fuia., Florida Distributors 


New Haven, Conn., Northeastern Distributor 


Lerrer Burt_pinc S1ores, INc., State, Van Buren and Congress Sts., Chicago Distributors 








May 29, 1926 AMERICAN ARTISAN AND HARDWARE RECORD 











National Advertising Creates Demand for 
The SUPER-SMOKELESS Furnace/ 


ATIONAL advertising creates a de- 

mand for the wonderful SUPER- 
SMOKELESS Furnace, brings new cus- 
tomers and sells more furnaces. And 
satisfied customers bring future business. 
The dealer who takes on this line now is 
sure to reap not only immediate business 
but also large future rewards. 


The SUPER-SMOKELESS Furnace 
offers to Home Owners many superior ad- 
vantages unequalled in any other furnace. 
The dealer who sells them is in a distinct 
class—actually above competition. He can 
establish a bigger and better business and 
get good prices for his work. 





Under our Utica Merchandising Plan, 
our representatives co-operate with our 
dealers and help them sell the furnaces 
they buy. This plan is a proved success 
and brings new customers—sells more fur- 
naces—and increases your profits propor- 
tionately. It will pay you to write—with- 
out obligation to you—for full particulars 
about our Exclusive Dealer Proposition 
and Utica Merchandising Plan. 














‘eseebeaiea of One- ~ ed rs 
Advertisement i 
The Saturday od end Post) . 


UTICA HEATER COMPANY 


‘‘Pioneers in Smokeless Combustion’’ 
UTICA, N. Y.—CHICAGO, ILL. 


UTICA HEATER COMPANY, UTICA, N. Y. 
Gentlemen: — 


Please send, without obligation to me, complete information 
about your SUPER-SMOKELESS Furnace and new UTICA 
MERCHANDISING PLAN. 
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blish Weekly by American Artisan and Hardware Record, Inc., 620 South Michigan Avenue, Chicago, Illinois. 
pao Second Class Matter June 25, 1887, at the Post Office at Chicago, Mlinois, under act of March 3, 1879. 
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Model 


RENINSULAR FU RNACE 


with upright, outside shaking lever 


A “e 









A truly high A heating 
grade furnace plant designed 
at a very eco- by the best fur- 


nace engineers 


nomical selling 
in the business. 


price. 





a Super Heater! 


The and a complete portrayal 
at of its construction— 
part by part, feature by 


that made this new feature, is yours for the 
furnace possible asking. Write today. 


Ge PENINSULAR STOVE CO. 


DETROIT CHICAGO 





When writing mention AMERICAN ARTISAN—Thank you! 
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Soft Coal Burning 


Always a feature of the Weir--now of 
greater importance than ever before/ 




















Set coal will always cost much less than 
hard coal and its use as fuel for the home 
will always be desired for that reason-- provided 
jt can be burned satisfactorily. 


Weir construction--the Weir Gas and Soot Con- 
suming Fire Pot for the successful burning of 
soft coal, has never been equalled. 


Even the poorer grades of soft coal are thoroly 


burned in the Werr: 


The construction of the Weir Fire Pot is ex- 
clusive with the Weir and patented—no other 
furnace is built anything like it. 


This Weir construction enables the user to se- The Famous 


cure highest heating efficiency~hard coal and it 7 





coke results-from the lowest priced fuels, mak- 
ing the Weir much more economical to operate. 






Do not confuse this Weir feature with added 














appliances or afterthoughts— it is a MAIN GAS AND SOOT 
fe the Weir and has been for over CONSUMING 
-THREE YEARS. Let us tell you 
all about it. Fire Pot 
Just write for “The Book of 
your copy of W eir Facts” today 
Peoria-lllinois — 














- 





oD Filer 


When writing mention AMERICAN ARTISAN—Thank you! 
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R.Je SCHWAB 
& SONS CO. 


@ Uidehacet 


wis. 












GUARANTEED FOR 
A LIFE TIME OF SERVICE 


WEBSTER defines “Guarantee” as, ‘‘a surety for the 
performance of a contract.’” The manufacturers of 
Gilt Edge Furnaces thoroughly appreciate the meaning of this definition. A 3"x6" 
porcelain enameled Guarantee Plate, permanently attached to the upper front of 
each Gilt Edge Furnace leaving the factory, pledges skilled workmanship and the 
finest materials—a surety for Gilt Edge performance. 



















‘The Gilt Edge Guarantee carries no jokers or loopholes. It expresses, in a 
tangible form, the complete confidence of the Gilt Edge organization in the stur- 
diness and durability of Gilt Edge Furnaces. Fifty years of experience in design- 
ing and manufacturing heating equipment makes this guarantee possible and it is 
a special pleasure in this, our Fiftieth Anniversary Year, to present the greatest 
retail sales help ever offered by a furnace manufacturer to the trade—namely an 
unqualified, unlimited, Gilt Edge Guarantee, as an actual, integral part of every 
Gilt Edge Furnace. 


You, as an experienced heating man, are in a position to accurately judge, 
and realize, the value of representing the Gilt Edge line of Furnaces in your com- 
munity—more sales—more satisfied customers and greater profits. It will pay 
you to investigate the Gilt Edge Agency Plan. 






Write or wire today for the 
1926 Gilt Edge Agency Plan. 


R. J. SCHWAB & SONS CO., 283 CLINTON ST., MILWAUKEE, WIS. 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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Lennox 
Torrid 
Zone 
Furnace 


Originators 
vs 
Imitators 


“No one knowingly 
Imitates a failure’ 
























Many Furnace Manufacturers Try 


To Imitate the Torrid Zone 
MQkE than thirty years ago we originated the TORRID ZONE—the 


first steel furnace with direct-indirect draft. Almost every steel furnace 
coming on the market since has imitated this feature. 


Ten years ago we originated the a discount. Most furnace manufac- 
turers now have some form of quantity discounts. 


Two years ago we a the ten year guaranty—based on more than 
thirty years of successful steel furnace manufacturing and a careful record of 
all 


ORRID ZONE repairs. A similar guaranty is now being given by 


other furnace companies, most of whom have not been making steel furnaces 
as long as the life of their guaranty. 


WHY EXPERIMENT ? 


The TORRID ZONE costs no more and has behind it the financial strength, 
manufacturing facilities and the more than thirty years’ experience of the world’s 
largest builders of steel furnaces. 


The Lennox Furnace Company 


Marshalltown, Iowa Syracuse, New York 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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‘AF CO’ announces 


A Big Improvement 
In Steel Furnace Design 


A Crescent Radiator 


Without Baffle Plates or Partitions 








HE “AFCO” Crescent Radiator eliminates 
the necessity for a direct draft and there are no 
baffle plates or partitions to burn out. 


This new radiator embodies the same principle of 
fire travel as the other popular “AFCO” Boiler 
Plate Furnaces. The fire leaves the body drum 
and enters the radiator with the tendency to nse, 
(as all warm air does) it is then pulled down to the 
flue pipe and in its descent completely floods the 
radiator, coming in contact with the entire heating 
surface. It is exactly the same as if the fire were 
forced to travel around a partition before reaching 





the flue. Jt ' “Built Like a Power Boiler”’ 
_ _ Radiators having partitions are not practical. 

‘. The partitions can not last with fire on all sides and with no outside air for 

‘X their protection. 
" ° ns Sell the better “AFCO” Boiler Plate Furnaces. They are Business Builders. 
» ae a Every owner will be a booster for you. 
; s 

An, . 7 

% ‘Send for our New “AFCO” Crescent Catalogue 
ty be “* em Me 

MN “Wa Clip the Coupon 

re a 


33k SN. American Furnace Co 
: ees rae A et can ce e 
Yt cn *ee% mk % *. a 2719-31 Morgan Sst. St. Louis, Mo. 


‘ 














Say you saw it in AMERICAN ARTISAN—Thank you! 
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BACKED BY OVER TWENTY-FIVE YEARS’ 
EXPERIENCE IN MAKING GOOD FURNACES 


Wivtk 


B bie National Sheet Metal Contractors’ Convention just closed 

Traded more proof to the fact that the best warm air heating 
business is being done by practical men like yourself—men who 
choose their own lines—men who have studied the business from all 
angles and are constantly pushing their business forward by adapting 
scientific heating principles and better furnaces. 








Capitalize your better knowledge of furnaces and the warm air heat- 
ing businesss by intensifying your selling efforts. Choose a line of 
furnaces that is well known for quality, reliability, correct 

design and fair price. 


WISE FURNACES have been sold to the public 


by live dealers for over twenty-five years. 





The Wise Furnace Co. 


Akron, Ohio 


WISE FURNACES are modern in 

all respects and tesides reliable, 
uniform quality they possess all of the 
desired features of construction. The 
WISE Catalog tells you all about 
each part and feature of the WISE 
FURNACE. Just write for a copy 
of our catalog today. 













T* WISE Agency plan is espe- 

cially attractive to dealers who use 
a large volume of furnaces each year. 
WISE prices are always fair which 
makes quantity sales possible on 
WISE High Quality Furnaces. Let 
us help you sell more and better 
furnaces. 


\ eee 
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Say you saw it in AMERICAN ARTISAN—Thank you! 
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IT’S EASIER TO 


Sell What 









Wants! 


the Public 


A 
Medium Priced 
Practical 
Substantial 
Permanently- 


Reliable 


Furnace 


The wgestern” 


OU can sell more furnaces with less effort, if you are handling the one which comes 
nearest to meeting popular demand. That’s the way to make money selling furnaces. 
The Western is exactly what the public wants because it is: 


Permanently Gas Tight. Built of heavy copper 
bearing boiler plate, with joints cold riveted and 
calked, making the tightest and most durable 
construction known. 

Economical in Operation. Designed on a common 


sense plan, without useless frills, but including 
the essentials of economical combustion — hot 


blast gas consumer, V-baffle in radiator, large 
brushing surface. 

Economical in First Cost. Although quality is 
built into every part of the Western, its price is 
such that it even competes with a cast furnace. 
Drop us a line for our special dealer’s proposition, 
including particulars about terms, and the selling 
helps which we offer. 


The Western Steel Products Co. 


Duluth, Minn. 





Minneapolis, Minn. 








When writing mention AMERICAN ARTISAN—Thank you! 
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KEITH 


FURNACES 


Always Save Money in the End 








The FAMOUS 
KEITH 













AANNOUNCING 


KEFCO 


the New, Profitable, 
Bungalow Furnace 


The NEW 
KEFCO 


In addition to the regular Keith line, famous for 
quality since 1893, we are now manufacturing the 
KEFCO Furnace to help you meet the large demand for 
a Quality, Low-Cost heating unit for: bungalows and 
small homes. 


In the KEFCO are many important Keith features, in- 
cluding the tapered fire-dome that increases air flow up 
through the radiator—right over the hottest part of the 
furnace. 


And it is made of first quality iron throughout. It 
enables you to give your customer the best low-cost 
heating system made, and at a nice profit to yourself. 


KEITH FURNACE CO. 
2609 Dean Avenue, 
Des Moines, lowa. 


Please send me descriptive matter, dealer | 


Remember! It is a Keith product. 
proposition and tell me about your co-oper- | 


It will pay you to investigate our dealer proposition ative plan. 
and our plan to help you sell more furnaces. Fill in the Firm N | 
coupon and mail it TODAY. irm | | SP PrrerrreeeeEeELEEEEEELeeeeeee | 
I eS cian a ine 06% 40 60o 0 00 Cib eae 
KEITH FURNACE COMPANY eS Oe ee eo 
DES MOINES, 1IOW A | ae Th ditaiin a acliek vdeates o | ae ere | 





When writing mention AMERICAN ARTISAN—Thank you! 
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Made for 


Assured 
Heating 
Service 
Ane that means it is designed and constructed 


in accordance with modern scientific warm air 


heating facts. 


It means also that it is made for the best kind of 
business and for worth-while profits. 


MARSHALLTOWN 
Steel Furnace 


Construction is heavy steel, gas tight. All doors are extra 
large, perfect — The pouches on which doors are hung 


are ro with main body of the furnace and extend 
through the front, eliminating all chance of smoke or dust 
getting inside the casing when feed door is opened. There 
are no joints in the TOWN. 


Large Heating Surface— 
Economical User of Fuel— 
Powerful and Efficient Heaters— 
The MARSHALLTOWN has other features that are incor- 
porated in its design for assured heating service, convenience 
of operation and durability. 
Let us send complete details of con- 


struction and the MARSHALLTOWN 
agency proposition — write today. 


MARSHALLTOWN HEATER CO. 


MARSHALLTOWN, IOWA 





ites ee 


———— MARSHALLTOWN >= 
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SECURITY 


PIPE AND PIPELESS 


WARM AIR FURNACE 

















OUR CAPACITY RATINGS ARE BASED 
ON STANDARD CODE SERVICE 











N order to keep our foundry completely 

covered up with work, we need a limited 

amount of carload business from well 
rated concerns. 


AND 


We are willing and able to make 


VERY ATTRACTIVE PRICES TO DO IT 


ne 


‘Or, BURNER 








SAFE, SANE AND 
SATISFACTORY 


SECURITY STOVE & MFG. CO. 
KANSAS CITY, MO. 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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Profits that bear interest 


money you make on sales is not producing 

all the interest possible unless each profit creates 
a boosting customer. No business in the world can 
succeed for long unless it enjoys repeat business. 
In the warm air heating business your repeal orders are 
sales that are made by the reputation of your furnace and 
your work in the homes of people who tell their friends 
about you. 
ATH-A-NOR furnaces bring this kind of repeat business for 
you because they are famous for Quality, Economy and 
Exceptional and Powerful Heating iency. 


Make your profits bear all the interest possible by selling 
the ATH-A-NOR Furnace. 


We invite you to study their construction in 
detail—just write for catalog and prices today 


The MAY-FIEBEGER 
FURNACE COMPANY 
Newark, Ohio 
































ee ae Sales 
ProveOur Claims 


| E claim for the BRILLION a superior up- 
to-date quality construction unequalled in 

any other furnace of its class. We claim the 

BRILLION carries value for its low price that 

defies competition. 

You want to give your customers real heating 

service—a real quality furnace and a fair price. 


You want to make sales and good profits. 


The Brillion is making these things possible for | 
Look over these | 




































| hundreds of live dealers. 
| features— 
Lever Shaker Handle — Full Cast 
Front—Extra Large Double Doors— 
| ExtraLarge Water Pan—Extra Large 
Ash Pit—Extra Heavy Corrugated 
| Fire Pots—Large Cast Convertible 
| Radiator with Permanently Tight 
| Joints. 
| Write today for full BRILLION Agency 
|  details—Send the coupon below right 
| now. 
| Study 
| Brillion 
Construc- 
tion 
Today 
| BRILLION FURNACE CO. 
| 200-300 Park Ave. Brillion, Wis. | 
Chicago, Ill. Milwaukee, Wis. 
Minneapolis, Minn. Seattle, Wash. 
Send 
| This 
Coupon 
Today! 
BRILLION FURNACE CoO., A.A 


200-300 Park Ave., Brillion, Wis. 
Send me full details and prices on BRILLION FURNACES. 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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MELLOW 


VERY live warm air heating contractor in the country is watching the progres- 
sive steps being taken by the warm air heating industry. Not only that, But 
those among them with the most foresight are starting now to entrench them- 

selves in their community as warm air heating engineers, advocating and using 
the highest type of installation work and highest quality warm air furnaces. 


MELLOW furnaces fit in this progressive program. They are strictly high grade, 
reliable and designed to meet up to date scientific heating demands. Take a 
glance at a few MELLOW features: 


COMBUSTION CHAMBER 


The large space affords complete com- RADIATOR 

bustion and greater heating surface. The MELLOW Radiator is cast in one 
Large corrugations give increased heat- section. No joints or seams to become 
ing surface. The sill is cast directly on loose and, therefore, no possibility of 
to the main section, eliminating all bolts, smoke or soot getting into the heated 
screws and joints. air. 





wr TE for the Mellow Catalog today CHICAGO OFFICE THERE is a special profit making and exclusive 
and study the other Mellow features. 2356 N. Clark St. sales agency plan waiting for the dealer who 
This catalog describes and illustrates the R. G. Ray, Manager can sell high grade furnaces at prices that make 
Mellow in detail. Lincoln 0091 selling easy. Let us tell you about it. 











LIBERTY FOUNDRY COMPANY, St. Louis, Missouri 











Did YOU Get 
Auer Register Book No.26 


It is 
The Register Reference Book 
featuring 


Standard, Staple, Merchandise Registers 
also 


Grilles and Special Registers 
It’s free for the asking. 


The AUER Register Co., Cleveland,O. 


























Say you saw it in AMERICAN ARTISAN—Thank you! 
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ne Hundred Per Cent 
Free Air Capacity without loss of 
strength or attractiveness 


yy never saw a finer piece of Register work—a better balanced job of designing # 
than that found in this register. | 








This improved model while having the enlarged openings to allow 100% Free Air 
Capacity, is nevertheless strong and exceptionally neat in appearance. 


The Improved STEARNS REGISTER j 


is the only register made that possesses an operating device that does not rely on | 
springs or tension to be effective. The operating device on the STEARNS : 
REGISTER is very simple and most effective. It is exclusive with the STEARNS ph 


and is fully covered by patents. 


The Register comes in all the standard sizes and finishes. STEARNS finishes are of 
the highest quality. All the regular electro-plated finishes can be had and also the 
popular lacquer finishes such as Brush Brass, Antique Brass and a perfect replica of 
Oxidized Copper. All lacquer finishes sell on same list price as White Japan. 


Our new factory has increased our production facilities. Let us tell you how our 
selling plan saves you money. 


Write today for catalog and prices | 


STEARNS REGISTER COMPANY 
1234 Mt. Elliott Ave. Detroit, Mich. 
TS mm Eau 











Say you saw it in AMERICAN ARTISAN—Thank you! i 
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HANDY PIP 


1S 


“HANDY” BY NAME 
“HANDY” TO WORK 
WITH AND 
“HANDY” TO GET 


Look at this list of jobbers—then order from 


the one you prefer:— 


GEORGIA MISSOURI 

General Supply Co gate Manufacturing Co.. Kansas City, Mo. 
ILLINOIS eae Saas eae eee 

Pinch -Gane Hardware C 


a 
+ 


ee 
o* 
\Y 
» 


7Et 


wt 


pacers 


a 
vis 


Supply Co Kansas Cit 4 
The Wyeth Hdw. and Mfg. Co., St. Joseph 
NEBRASKA 
Standard Furnace and Supply Co., Omaha 
Cook NEW JERSEY 
P. H. Magirl Foundry &@ Furnace Chase & Os 
Works Bloomingten 


<4 + 
oe 


¢ 
5 


va 
ST tontatah 


aA} 


e Sup Co....Indianapol 
Schaab Roofing & Bosoly Co., Ft. Wayne 
IOWA 


The Standard Furnace & Supply 
Ts 4h kiens Conancant Wess ta Sioux City 


Lee Hardware Co 
Blish, Mize & Silliman Hardware 
Ge: 600s eXabenaesks tadeescos bh Atchison 


MINNESOTA 
Waterman-Waterbury Co..... 
Marshall Wells Co 


F. MEYER & BRO. CO. 


PEORIA ILLINOIS 











When writing mention AMERICAN ARTISAN—Thank you! 
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Specialized Registers—» 


Designed to meet specific 
up-to-date heating requirements 








The The The 
8 
NO-STREAK J OUT-O-WALL VOL - YUM 

Famous for its pat- ESIGNED to deliver HERE is the register 

ented features. heat in difficult-to- that is 100% effi- 

It will not streak the get-at places. cient. 
wa a PRD ENS pide You can put a register Full volume — Very 
the NO- STRE ae tees wenped ie rg Me attractive— Economical. 
you need it. The last word in Reg- 

Our catalog tells all Made only by Rock ister design and con- 
about it. i Island. 4 struction. 


Let these specialized ROCK ISLAND 


REGISTERS show you the way to 
Better work and Better profits. 


Sold by all Leading Jobbers 
Send the coupon today=ua- 









ISLAND 
REGISTER 
COMPANY, 


Rock Island, III. 


Send me your catalog 
and price list. 


ROCK ISLAND REGISTER CO. 
2435 Fifth Avenue 
ROCK ISLAND, ILLINOIS 


ee ee 





When writing mention AMERICAN ARTISAN—Thank you! 
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A nnouncing ——> 
4 ; The 
NEW 


IMPROVED 


NATIONAL 


Air Motstener 


To MANUFACTURERS 
and INSTALLERS of Warm 
Air Heating Apparatus 


The 


most scientific and most 
efficient air moistener 
made. The most practi- 
cal and easiest Humidi- 
fier to install. 


Entirely Automatic 























T takes care of itself— 
eliminates bother of re- 
filling and is no trouble to 
operate. The National 
Air Moistener cannot over- 
flow. 


It can be installed in a 
short time. Furnace men 
accustomed to installation 
install it in less than 40 
minutes when tapped to 
coil connections. 


You should include a 
National Air Moistener on 
every furnace you install— 
it is economical and pays 
for itself in fuel saved in a 
short time. 


The National Air Mois- 
tener is patented—there is 
no other like it—it is the 
only one made that has its simple, ef ficient 
automatic features and design. There is a 


UMIDITY is the 

nation wide cry of the 

hour. Public health boards 

have been preaching hu- 
midity for years. 


A warm air furnace is the 
only type of home heating 
appliance that can properly 
distribute moisture into the 
rooms. This provides af 
comfortably heated and 
healthy home at a tem- 
perature of 65 degrees. 
The National Air Mois- 
tener is the most advanced 
humidifier on the market. 
It is entirely automatic and 
adjustable, allowing exact 
humidification required. 





Cut only one hole in Bonnet— 
Humidifier slides in over radiator. 
Fits any style of furnace—Foolil 
proof —Can’t overflow — Adjust- 
able, positively furnishes exact re- 
quired amount of moisture—The 
only practical humidifier for oil 
burning furnaces. 









It connects directly with 
city water and fits any make or style of warm 
air furnace. 





The National Air Moistener has no intricate 
parts to ft out of order. It has a few simple 
parts and is fool proof. 






good profit in selling the National Air Mois- 
tener. Write us today for full details, prices 
and illustrated circular. 








ROBINSON FURNACE CO., 205 W. Lake St., CHICAGO, ILL. 
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Used on the Best Jobs 


Because they are Better 
and 


Fully Guaranteed 









Strength Neat 
Appearance 
Large Free Air 

Capacity : 
Eaglesfield Faces Are ‘Stronger 


than others—the cross pieces are 34 inch deep, which is 
1/16 inch deeper than those used in ordinary faces. 
Eaglesfield Faces are made with openings 1% inch by % inch 


They are made of the finest grade of white quartered oak. Write 
for prices and sample now and notice Eaglesfield superior 
workmanship 


Sold by all leading jobbers 


EAGLESFIELD VENTILATOR COMPANY 
918 Dorman St. “The Sudden Shipper: (ndianapolis, Ind. 








If 


it’s made of Sheet 
Metal or it’s used 


in working Sheet 


Metal and 
You 


don’t know where 

to get it— 

Write to the Notes and 

Queries Dept. of 
AMERICAN ARTISAN 
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G Tes THE trand of pipe 

that ycu con't have to 
fool with. It snaps together 
quickly in a perfect-fitting and 
tight-locking joint. 


It’s strong, extra heavy, ccrrectly designed 
and curably constructed. Chicago Pipe is a big 
fevorite ard has been for over Twenty-three Years. 










Our stock of Furnace 
Supplies is large 
and complete 


WHEN you need Cold Air Elbows, 
Registers, Dry Paste, Speco Sal 
Ammoniac, Pecora Asbestos Fur- 
nace Cement, Dampers, Wood 
Faces, Galvanized and Tin 
Sheets, Sheet Metal Screws 
and Stove Bolts, Tinned 
Rivets, Furnace Regula- 
tors, or anything else 
listed as Furnace 
Supplies, just try 
our prompt ser- 
vice on first 
quality goods. 
Write t:day 
for our 
Frice 
list. 

















CHICAGO 
FURNACE SUPPLY CO. 
1276-78-89-82 Clybourn Ave. 
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No. 20 Series Pipe Furnace 
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Prospects! 


Tt will be many houses 
built in your community this 
spring and summer—and every one 
of them is a prospect for a Wiechert 
A20 series pipe furnace or a heavy 
duty furnace. 


Go after these proper—see them 
just as soon as you know they are 
going to build a new house—ex- 
plain how Wiechert’s sturdy con- 
struction withstands the gaff of 
years —how easily it heats the 
house using a minimum of coal. 
Then are sales awaiting you — 
profits awaiting you—go after 
them now! 


If you haven’t our latest discounts 
write for them today! 


St. Clair Foundry Corp. 


Centralia, Illinois 


WIECHERT 


li, 
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Cut Out 
Hard Work 


BP eRNACE installing is not a holiday 
job at the best. 


No need to make it harder, fighting 
with a furnace that doesn’t want to go 
up right. 

Moncrief Furnaces make your work easy 


because the job of fitting the sections together 
smoke and ‘gas tight has been done at the 


foundry. 
ThereJare many more reasons why it will 
pay you,to handle the Moncrief Furnace line. 


Write for details. 


Ohe 
Henry Furnace & Foundry Co. 


3471 E. 49th Street CLEVELAND, OHIO 


Manufacturers of single and double wall pipe 
and fittings, galoanized pipe and fittings, etc. 


Eastern Sales Offices: 
F. H. HANLON W. 8S. MeCREA 
Batavia, New York 105 Federal St., N. S., Pittsburgh, Pa. 
Western and Southern Distributors: 


JOHNSON FURNACE CO. MONCRIEF FURNACE CO. 
Kansac City, Missouri Atlanta, Ga. 
MONCRIEF FURNACE & MFG. CO. 
Dallas, Texas 


MONCRIEF 
FURNACES 
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_ Skyscrapers in the Furnace Business 


Like skyscrapers on the horizon, Front 
Rank Dealers stand head and shoulders 
above the other furnace dealers in town. 
They are promanettt because they have 
built on a firm foundation, realizing that 
the best way to insure a successful fur- 
nace business is to sell Front Rank Steel 
Furnaces and install them by the Stand- 
ard Code. 


After all, nothing helps a dealer more 
than the good will of his customers and 
when a Front Rank Steel Furnace is in- 


stalled in a man’s home he will bea 
booster for the dealer and recommend 
him to his friends. One Front Rank sale 


leads to another. 


Front Rank Steel Furnaces naturally cost 
more at first than ordinary furnaces but 
the additional cost is small compared to 
the total cost of the job. 


The fewdollars extra that are paid to get 
a Front Rank Steel Furnace area 
wonderful investment. They insure 


1 A furnace of riveted steel construction 

2 A furnace that never lets gases and dust into the home 
3 Afurnace built of copper bearing steel that resists rust 
4 A furnace lined with fire-resisting fire brick 

§ A furnace with a greater radiating surface 


Write today for the complete Front Rank story and particulars of our dealer 
proposition—you will find it interesting and profitable. 


LANGENBERG MANUFACTURING CO. 
4545 North Euclid Ave. sscebtishea 1888 Saint Louis, Mo. 


Shipments made from 


St. Louis, Mo. Lincoln, Nebr. 


Richmond, Ind., and Pittsburgh, Pa. 






FRADE NAME 





RONT 


LE 





RANK 


& STEEL WARM AIR FURNACE 
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Ask Any Niagara Dealer--- 


Why it is called the Dealer’s Choice. 
Every Niagara Dealer is a Niagara enthusiact. 


The Niagara is built for the Dealer—built for the 
customer—built for the future. Priced to sell 
quickly and made for heavy duty. Laboratory 
tested throughout. When you sell a Niagara you 
know it is mechanically right. 








Our Dealer cooperation is the kind that means 
business. 





Write or wire us for details 


The Forest City Foundry & Mfg. Co. 


1220 Main Avenue Cleveland, Ohio 











Manufactured by an exclusive 
method using specialized machinery 


ERFECTION and super strength are the big features of PEORIA WOOD 
REGISTERS. And because they are perfect in construction and sturdily 
built they have a rich neat appearance unequalled in others. 
PEORIA WOOD REGISTERS are always level—always tight—snugly set 
and properly giued. The special machinery which makes PEORIA WOOD 
REGISTERS can use only the best grades of wood. 
You will find PEORIA WOOD REGISTERS 
better. Specify them on your next order. 


PEORIA WOOD REGISTER CO., PEORIA, ILLINOIS 









Write today for 
circulars and 
prices 











STOP YOUR HEAT 
LOSS FROM GOING 


If It’s Repairs For OUT THE CHIMNEY 


STOVES, FURNACES BURN YOUR 
OR BOILERS— SMOKE 


ITH a ROBINSON PAT- 


ENTED UNDER-DRAFT 
WE HAVE THEM SMOKE CONSUMER, made in 
sizes to fit all makes 
of furnaces. 


Send for Our Illustrated The 
Book of Order Blanks Today A. H. Robi 


NOR THWESTERDY cuicaco I py, 
ANSTOVE REPAIR CO. ILLINOIS Electrically Welded 


5108 Detroit Avyerve 
CLEVELAND, OHIO 
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O wonder the boss was surprised. Here it was only 

quarter to twelve and the men were back from the 

Nicholson job. | 
q 

“What's the trouble out there, boys?” he said. ) 


“No trouble at all, boss,” said Bill. “Everything's 
all set. We got started around seven, hit the dirt road, 
went right to work setting up the furnace, and here we 
are, home for a hot lunch. That Vernois furnace is sure 
the easiest one to set up | ever handled, and I've handled 
a few furnaces in my time.” 

The furnace dealer, visualizing an extra profit because 
of the minimum amount of labor required, himself went 
home to enjoy a hearty lunch. 


Vernois 

i 
ASE of erection is one of the many features that you ’ ‘ 
will like about the Vernois furnace. The few parts | 


and the way they are fitted means that this furnace can 
be set up in about half the time of the average furnace. 


Many live dealers are taking on the Vernois. It’s a i 
line that pleases them and their customers. And that #| 
pleases us, of course. * 

Your inquiry about prices and further particulars will ; . 
be given prompt and courteous attention. Write us to- 
day for Catalog A5. 








=e 
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MouNT VERNON FURNACE & Mrc. Co. | | : 


Mount Vernon, Illinois 
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dumping fire 








DA Shaki 


equalled in the furnace field. 





ug * Pending— 


pete with hot water 


er heat—less fuel—easiest operated, longest life. 

Not a cheap furnace, but an excellent furnace priced right. 
If you are a big operator, jealous of your reputation, you should investigate the Titan. 
Write for catalog and illustrations. 


STANDARD FOUNDRY & MFG. C 


are the highest class furnaces built. 
Titan heat producers the contractor can com- 


ng Rolling Grate 


GAIN TITAN sets the pace, offering the public a perfect triangular bar rolling 
grate with a shaking action added. With grate bars which are removable without 
another exclusive Titan feature — you have a fire equipment un- 


TITAN 


Superheater Furnaces 





With 


heat installations. Great- 





1700 Pleasant St. 
e De Kalb, Ill. 














































STEEL construction —air 

tight and with immense 
radiating surface—this gives 
quick heating. 


But be sure you get durable, 
sturdy construction along 
with steel. You can assure 


your customers of many years. 


of real severe heating services 
with the 


“HOME 


“HOME COMFORT” 
Steel Furnaces are sold 
only to the trade—The 
agency is an assured 
money maker. Let us 
outline the Home Com- 
fort Agency plan to yor 
now. Write for our book- 
let “The Joy of Home 
Comfort.” 


Built for Speed and Endurance, Too— 

















OTICE the large double doors 

and the solid, sound front 
construction on the “Home Com- 
fort.” The dome is one piece 
heavy gauge steel plate. The one 
seam is ‘th ht riveted practically 
welded and is in front directly 
over the feed door where it is sub- 
jected to the least heat. 


Write today for complete catalog 


giving full detailed information 
and numerous illustrations. 


COMFORT” 


ST. LOUIS 
HEATING 
COMPANY 


2901-11 Elliot Avenue 
St. Louis, Missouri 


PITTSBURGH DISTRIBUTOR 
Wagener Bros., 3605 Kast Street 
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INSIDE INFORMA TION! 


MANY FURNACES LOOK ALIKE FROM THE OUTSIDE 





—BUT WHAT HAVE THEY ON THE INSIDE? 


The ARMSTRONG has its best features inside— 
Where the fuel is combusted and the heat is produced. 





SEE “‘X RAY” VIEW BELOW SHOWING 


Extra deep firepot—lined with finest quality 
fire brick that radiate heat quickly to dome 
and sides but HOLD INTERNAL HEAT FOR 
MANY HOURS; 











Large self-cleaning open dome with POL- 
ISHED HEATING AND REFLECTING 











A CARBURETOR or “SMOKE CONSUMER” 
that aids combustion and changes the gases 
into heat. This saves coal and spells 
E-C-O-N-O-M-Y; 


It is controlled by regulator upstairs; 








The fire brick are molded to fit the exact ra- 
dius of the drum and are built up to protect 
the drum where the heat is the greatest. 





The Grate Bars are heavy—with ample air 
passages—and are adapted to the use of many 
grades of coal. The outside shaking lever 
makes it easy to shake them. 





The heavy indirect damper and baffle plate in- 
sure extra long fire travel thru the very best 
radiator made and the result is “CO/4- 
POUNDED” HEAT—an extra dividend on 
every pound of coal combusted. 








Then all of these good features are encased in 
an extra large insulated casing that protects 
the Heater and also ides an immense res- 
ervoir of comfortable, BALMY, WARM AIR 
FOR THE HOME. The price is no more than 
that of any good Cast Furnace of equal 
capacity. 

OUR TERMS ARE LIBERAL OUR SER- 
VICE IS GOOD ALL THRU THE YEAR. 
Get on the “INSIDE” before the door is closed 
in your territory. 








THE THOMAS & ARMSTRONG CO. 


AEE a 








COLD RIVETED AND WELDED SEAMS 
SMOKE—GAS AND FUME-TIGHT 


BEST FOR OIL OR GAS 


DISTRIBUTORS: 
A.. Y. McDonald Mfg. Co. 

Omaha, Nebr. Dubuque, la. Minneapolis, Minn. 
Robinson Furnace Co., Chicago, Ill. 
Cincinnati Sheet Metal & Roofing Co., Cincinnati, Ohio 
Stockhoff Supply Co., St. Louis, Mo. 

Heating Supply Co., Pittsburgh, Pa. 


\-——-=SEND THIS COUPON TODAY-=--— 


THE THOMAS & ARMSTRONG CO., 
DEPT. A. A., LONDON, OHIO 
Gentlemen: 
Send me complete catalog and complete information on 


the ARMSTRONG FURNACE. Also send full details re- 
garding the agency for my territory. 


Name . 


l Address 
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BUY !°:3 


Sal-Mo 


Improved 


ASBESTOS 
FURNACE 
CEMENT 


It Firmly Holds the Furnace 
Joints in Place 


Stops Wasteful Leakage of 
Smoke, Gases and Heat 


Write for a Sample! 


Manufactured by 


SALL MOUNTAIN COMPANY 
Scranton 





CHICAGO Boston 





BOLTS 


WE MANUFACTURE A COMPLETE LINE 
OF BOLT PRODUCTS, INCLUDING STOVE 
BOLTS, CARRIAGE BOLTS, MACHINE 
BOLTS, LAG BOLTS, NUTS, ETC. ALSO 
STOVE RODS, SMALL RIVETS AND 
HINGE PINS, CATALOG ON REQUEST. 

















THE KIRK-LATTY MFG. CO. 


1971 W. 85th St. Cleveland, O. 


PATTERNS 


FOR STOVES AND HEATERS ,x woop ana IRON 
VEDDER PATTERN WORKS ‘“*"':;°"*° TROY, N. Y. 


PATTERNS ino ncattrs 
THE CLEVELAND CASTINGS PATTERN COMPANY 
CLEVELAND, OHIO 




















IRON AND WOOD 


STOVE PATTERNS 


QUINCY PATTERN COMPANY 


QUINCY, ILLINOIS 








= 


FOR SALE 


MANUFACTURER and Mer- 
_»] chandiser of Stove and Fur- 
@ers) nace repair parts having to va- 
cate the premises now occupied, has 
concluded to retire from business and 
offers for sale his entire and extensive 
, equipment of patterns, also stock of 
Stove and Furnace repair parts. 
Everything in good manufacturing 
and merchantable shape. A favorable 
opportunity for those desiring to en- 
gage in the business or add to their 
existing equipment. Attractive prices 
and liberal terms to responsible part- 
ies. Correspondence solicited from 
those interested. — 


‘ Address 


J. Q. W. % American Artisan 


620 S. Michigan Avenue, Chicago, Illinois 
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poate 
352 Flexible 
Pages Leather 
Binding 
247 
Figures 
165 Measures 
Tables 414x5 in. 
One of the Best and 
Most Popular Books 
on tinsmithing and elementary sheet metal work. This is the 
latest edition and the contents are new excepting the chapter on 
Mensuration, which has been re-arranged and amplified, and pos- 
sibly some fifty pages of problems and tables which are classified 
to the phase of the work they cover. 





This Book Covers Simple Geometry and 
Every Phase of Modern Pattern Cutting 
from the making of every type of Seam, Lap and Joint, to Coni- 
cal Problems and Tinware, Elbows, Piping, Ducts, Gutters, Lead- 
ers, Cornice and Skylight Work and Vornces Fittings. 


In fact an excellent all-around book for every man in the trade. 
Mr. Williams writes in an easy-to-read, helpful manner, gi 
you all the necessary details about each subject he handles. 


You should add this widely read book to your collection now. 
PRICE $3.00 


AMERICAN ARTISAN 


AND 
HARDWARE RECORD 


620 South Michigan Avenue, Chicago, Ill. 
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What Price Air? 
IR! WARM AIR! Lots of Warm Air! And when the furnace has 


warmed the air, it must be delivered through the pipes or flues 
into the room where it is needed. 


The air must pass through registers which should be large enough to 
admit freely all the air delivered tothem. Any register, if large enough, 
will do that. 


But What Price Air? 

If a ten-inch pipe has 78 square inches area, it isn't necessary to use a 
10x12 ordinary make register 3% in. deep at a list price of $4.00 (in 
Black Japan.) Use an. H &C 8x 12 173%, as shown above, that has 


greater air capacity—81 square inches against an ordinary 10x 12 of 
70 square inches—and lists at $3.00 (in Black Japan.) 


H@GC Registers deliver the air at the right price. 


The Hart & Cooley Company 


New Britain, Conn. 





NEW YORK CHICAGO PHILADELPHIA 
H & C Wrought Steel Products 
Registers Grilles Anywhere Steel Shelves 
Cold Air Intakes Radiator Enclosures Rubbish Burners 
Ventilators Radiator Brackets Casing Clips 


Regulators Handy Craft Toys F 
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Warm Air Furnace, 
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its long and succ career has AMERICAN 
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AN ACHIEVEMENT 


is now nearing the completion of a half century of service. For almost fifty years 
the men in the industries which it represents. At no time during 
Artisan been in a better position to render 
complete, adequate service to its readers than it is today. In addition to the matter con- 
ned in our regular weekly publication, we maintain j 
our readers. If you have a problem to solve, we courteously invite you to 
for solution. In what better way can we learn of your problems than from you direct? 


— 
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The Antoinette | 


The Raleigh 
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The Villa 
The Gramercy 


TUTTLE & BAILEY 
All-Steel 


LATOR CABINETS 


ONTRACTORS can now avail 
themselves of the opportunity to 
increase their annual profit by hand- 
ling T&B All-Steel Radiator Cabinets. 


These radiator cabinets are the outcome 
of the same thorough experimentation 
and development that have brought 
recognition to T & B Registers and 
Grilles. T&B All-Steel Radiator 
Cabinets are thoroughly efficient from 


a heating standpoint. In design, finish 
and workmanship the cabinets conform 
with the best standards of furniture 
makers and are worthy of a place in 
the finest homes. They are designed 
to fit all sizes and styles of radiators. 


Detailed descriptions of these cabi- 
nets will be sent on request. Also 
information regarding our very inter- 
esting dealer proposition. 


TUTTLE & BAILEY Mrs Co. 


ESTABLISHED 1846 


36 PORTLAND STREET, BOSTON 
441 LEXINGTON AVENUE, NEW YORK 


1123-29 WEST 37th STREET, CHICAGO 
704 EAST 18th STREET, KANSAS CITY 


BRIDGEBURG, CANADA 
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Made to Specification 
FORTY years of continuous operation have brought . 
to the Nesco Mills a wide experience in the making 
of Special Sheets and Plates. In fact the same Spe- 
cial Sheet problem that worries you may be one of 
the thousand that has already been solved here. 
This valuable experience is at your service. 

The Far West, Southwest, and Central West are 

urged particularly to bring their Special Orders here. 
A‘ shorter haul and ideal shipping facilities match 
Nesco’s reputation for more prompt execution of 
Special Sheet orders. 


NATIONAL ENAMELING & STAMPING Co., INC. - GRANITE City STEEL WorKS - GRANITE City, ILL. 
Chicago - Dallas - Davenport - Denver - Kansas City - Los Angeles - St. Paul - St. Louis - Salt Lake City - San Francisco - Seattle 
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W. A. Fingles, Julius Gerock, D. T. Bond, Louis P. Durand, J. A. Pierpont, B. J: Jacobs, and A. C. Danzer 


National Sheet Metal Contractors Enjoy 
Louisville’s Far-Famed Hospitality 


Committee Chairmen Review Association's Many Activities 
for Uplift of Individual Contractor and Greater Business 


HE Trade Development Com- 

mittee of the National Associa- 
tion of Sheet Metal Contractors of 
the United ‘States is nearing the 
completion of its work on the book 
which it now has under compilation. 
This fact was revealed in the re- 
ports of the chairmen of the several 
sections of Trade Development 
Committee made at the Louisville 
convention, held at the Kentucky 
Hotel, May 25 to 28. It is definite- 
ly established that the book in its 
entirety will be turned over to the 
printers not later than July 15 or 
August 1, 1926, and will be in the 


By Georce J. DvERR 


hands of the architects and contrac- 
tors shortly thereafter. 

The twenty-second annual con- 
vention of the association officially 
opened Tuesday morning, May 25, 
although a very large number of 
delegates were already at the hotel 
the day previous. The Ball Room 
on the fourth floor at the hotel was 
filled to capacity at the opening ses- 
sion, 

The meeting opened with the in- 
vocation by the Reverend C. W. 
Welsch, introduced by Ferdinand 
Schupp, Chairman, Program Com- 
mittee. 


Delegates were assured that the 
city had no keys when the Assistant 
City Attorney had completed his 
address of welcome. 

The response was made by Pres- 
ident W. C. Markle in a very fitting 
fashion. 

\fter these preliminaries were 
completed, Harry Evans of the local 
publicity committee presented Presi- 
dent Markle with a gavel made from 
the wood of a tree which grew in 
the yard of the homestead of the 
Great Emancipator, Abraham Lin- 
coln, who it was said was a Ken- 
tuckian. Mr. Markle was then in- 


ile 
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vested with the duties and respon- 
sibilities devolving upon him as 
President of the Organization ; these 
he accepted with a grace and an 
assurance that left no doubt that 
they would be fully and adequately 
discharged. 

The Credentials, Auditing and 
Resolutions Committees were ap- 
pointed to function during the con- 
vention. 

A telegram was read bearing 
greetings from the New Orleans 
Subcontractors’ Association. 


A motion was made by George 
Thesmacher and passed that a bou- 
quet of flowers be sent to John H. 
Hussie, Omaha, Nebraska; S. P. 
Moncrief, Atlanta, Georgia; Peter 
Johnson, Peoria, Illinois, and Wil- 
liam D. McElroy, Pittsburgh, all of 
whom were unable to attend the 
convention on account of illness. 


President Markle, during a short 
interval while awaiting the next 
speaker, E. S. Woosley, to put in 
his appearance, introduced the im- 
mediate past presidents of the or- 
Among those who re- 
Pierpoint of 
Mr. Harms, 


ganization. 
sponded were Mr. 
Washington, D. C.; 


Peoria, Illinois; Mr. Seabrook, 
Philadelphia; Mr. Biersach, Mil- 
waukee, Wisconsin. Arthur Lam- 


neck was out playing golf. 

Other officers called upon were 
First Vice President, Joseph C. 
Gardner, Indianapolis ; Second Vice 
President, Walter I. Budd, and 
Third Vice President, N. A. Lichty. 
Treasurer Jules Gerock also said a 
few words at that time. 

Coming of New Ideals in 
Business 

At this juncture in the program 

E. S. Woosley was introduced, as 
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the first speaker. The subject of 
his address was “Cooperation 
Makes Better Business.” The key- 
note and moral of that address was 
that there are and must be “New 
Ideals in Business.” 

There is a marked change in busi- 
ness from the old individualistic way 





W. C. Markle, Retiring President 


of doing business to one of com- 
munity of interest spirit. This new 
spirit and these new ideals have 
been brought about by the trade as- 
sociations, to whom Mr. Woosley 
paid a glorious compliment. 

susiness is necessary to society. 
Society is necessary to business. 
Business must serve society. So- 
ciety must support business. Busi- 
ness that is serving society and has 
a sacred cause. That is the banner 
which Mr. Woosley so eloquently 
waved during the entire course of 
his address. 

This change in business has 
brought about a friendly competi- 
tion; a helpful competition; not a 
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destructive competition. The spirit 
of friendiness in business has done 
wonders to lubricate the bearings 
of business. The business man of 
today has dignity in his work and 
thereby he attains courage, ideals, 
ambition and happiness, which is 
the end and aim of all activity. 

Mr. Woosley’s address closed the 
morning session. 

The ladies were present at the 
opening session. In the afternoon 
they were taken to the Elks’ Club 
for luncheon and a bunco party. 

Tuesday Afternoon Session 
Holds Much Interest 

The report of President Markle 
was read immediately at the open- 
ing of the afternoon session. That 
address is incorporated in this re- 
port. 

Report of National President 
W. C. Markle 

Since the sessions of our last 
convention, held at Atlanta, 
Georgia, came to a close on June 
26th of last year—less than a year 
—+yes, less than eleven months ago, 
many changes have taken place. 
We all realize that these changes 
are inevitable, yet we so seldom stop 
to reflect on the past, so seldom take 
stock of ourselves that we do not 
realize the fact that any great 
changes have occurred. 


Some of our members have 
passed away, having completed 
their allotted span of life; some of 
the most faithful workers of this 
association are not with us today 
on account of ill health ; some have 
withdrawn from membership, be- 
cause they have entered into other 
lines of business, and some have 
withdrawn from membership be- 
cause—because of what? Frankly, 
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I do not know. If I did, I might be 
able to suggest a remedy. 

For those who have passed away 
we can express our appreciation for 
their work and their fellowship by 
offering condolences to the surviv- 
ing families. 

To these who are absent because 
of illness we can send cheering 
messages, and hope for their speedy 
recovery to good health, in order 
that they may take their places in 
our future conventions. 

To those who have gone into 
other activities we can only say 
“Good speed,” and hope they may 
be justly rewarded in their new en- 
deavors. . 

But what can we say to those 
who have withdrawn for no appar- 
ent reason? 

Expresses Appreciation of 
Work of Committee 
Chairmen 

It seems quite clear to me that 
something must be done to stop the 
membership losses we have suffered 
in the past. 

With a constant struggle for new 
members going on in many of our 
local associations, and with satis- 
factory gains being made where a 
real effort for increasing member- 
ship is made, we find, as the year 
closes, the gain barely offsets the 
losses sustained in other sections of 
the country. 

Our association has, through the 
activities of its committees, accom- 
plished more in the past two years 
than in any previous two-year 


period. 

This is no reflection on the offi- 
cers or committees who have served 
your association in the past, but is 
largely due to the fact that other, 
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more or less closely related, inter- 
ests in the sheet metal industry have 
shown greater activity than ever be- 
fore, which has put an impelling 
force behind the activity of our 
several committees, making for real 
accomplishment for the benefit of 
our association and our industry. 


Joseph C. Gardner 
Newly Elected President 





As the reports of the various 
committees will fully cover their 
activities, it is needless for me to 
make a detailed report for them; 
but I cannot refrain from express- 
ing my appreciation to the chairmen 
and members of these committees 
who have so unselfishly given their 
time to carry on the work that has 
been assigned to them. 

Commends Work of Sheet 
Steel Trade Extension 

The forces working within the 
sheet metal industry are covering 
all of its branches and have the 








same objective, to build up, to ex- 
pand and to stabilize the industry. 

You will be told by representa- 
tives of the Sheet Steel Trade Ex- 
tension Committee what has been 
accomplished by them and what is 
planned for the immediate future, 
but only a part of the story can be 
told, first, because of the time limit 
placed upon them; second, because 
there is no way in which the influ- 
ence of the work of this committee 
can be accurately gauged. 

It has been my privilege to see 
some of the workings of this com- 
mittee. While its operating expense 
is financed by a large group of 
sheet manufacturers and, naturally, 
its primary object is to create a 
greater market for sheets, yet, it is 
rendering a service to you sheet 
metal contractors, which you cannot 
do for yourselves and which you 
cannot appreciate unless you get a 
“close up” view of their work as I 
have had an opportunity to do. 


Other Associations Receive 
Hearty Praise for Their 
Work 


The Copper and Brass Research 
Association has thoroughly covered 
the field in which the use of these 
metals have been proven to give 
economical and long life service. 
They have been codperating with 
our secretary's office to refer to 


members of our association in- 


quiries received by them from pros- . 


pective users of these metals. 


The American Zinc Institute has 
contributed liberally in its particu- 
lar field in upbuilding our industry. 

The National Warm Air Heating 
and Ventilating Association has 
made wonderful progress in its re- 


search work and in its efforts to 
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E. W. Miller, C. J. Wagner, George Harms and C. L. Bailey 


make the use of the Standard Code 
the basis for installing warm air 
heating throughout the 
United States and Canada. 


systems 


lf you furnace installers have not 
profited by the work done by this 
association, it is due to indifference 
on your part, as I know they have 
given wide publicity to their work 
in vour interest. 

There is considerable research 
woik being done in developing the 
use of other sheet metals, Monel 
metal, aluminum, chromeiron and 
other alloys which can be used in 
the chemical industry. 

With all these activities at work, 
bui'ding up, there is an opportunity 
for us to give to our members 
greater benefits than ever before if 
we keep in clove contact with this 
great program of development. 

lf we will make proper use of 
this great movement of advance- 
ment within our industry and pre- 
sent the advantages of membership 
in Our a‘sociation in clear, concise 
form, | believe we can stop our 
membership losses—we can hold 
. our present members, and, if we use 
a real sales plan, | am certain we 
can, within a few years, double our 
present membership. 

Reviewing Activities of State 
Sheet Metal Bodies 

During the past few months I at- 
tended several state conventions, on 
February 23 to 26, the Tri-State 


(Virginia, North Carolina and 
South Carolina) at Richmond, Vir- 
ginia. This convention was well at- 
tended, much work 
was done and an increase of mem- 


constructive 


bership was reported. 





E. L. Seabrook, Secretary 


The meetings were well attended 
and most of the delegates present 
participated in the discussions on 
questions which were brought up. 
I am well satisfied with the progress 
they have made and am sure the 
association is rendering a real serv- 
ice to its members. 

During the month of March so 
many things of importance were 
scheduled that it was a real prob- 
lem to try to decide which were of 
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the greater importance for national 
officers to attend. 

The national secretary 
that a bill of importance to the sheet 
metal contractors of the state of 
New Jersey was to be acted upon 
by the legislature of that state at 


learned 


the same time as several of our 
southern states had scheduled con- 
ventions, and inasmuch as he had 
sponsored the bill it was of great 
importance that he should be in at- 
tendance and give such assistance 
as he could when the bill was 
brought up for a vote. 

It was, therefore, arranged that I 
should attend the Georgia state con- 
vention at Griffin on March 9th and 
10th, the Alabama state convention 
at Birmingham on March 11th, and 
the Florida state convention at 
Cocoa on March 15th and 16th. 

Just before starting south I re- 
ceived a letter from the secretary 
of the Alabama State Association 
stating that they had held their con- 
vention on March 3rd. On arriving 
at Atlanta, Georgia, on March &th, 
I learned that no arrangements had 
been made to hold a convention at 
Griffin on the 9th and 10th or at 
any other time. 

I was then very much in doubt as 
to what might happen in Florida. 

The Florida convention was held 
on March 15th and 16th as sched- 
uled, and was well attended, in fact 
75 per cent of the membership be- 
ing represented. 

They had no prepared program, 
but a number of members had plans 
for real constructive work for the 
association, and the delegates took 
active part in all discussions. A 
membership increase of about 50 
per cent was reported. 

With the committees that were 
appointed, working to carry out the 
program decided upon, you may 
look forward to an even larger in- 
crease of members during this year. 

On April 14, 15 and 16 I attend- 
ed the Pennsylvania state conven- 
tion at Williamsport. 

At this convention the Salesmen’s 
Auxiliary presented a plan for a 
membership campaign and asked 
the state association to coOperate 
in carrying it on. 
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Penn State Auxiliary Aiding 
Membership 


The details for the membership 
campaign had not been completed, 
but approximately $1,000 has been 
made available by the Auxiliary and 
the -state association contributing 
equal amounts. 

A joint committee has been ap- 
pointed and we can rest assured 
that a real aggressive campaign will 
be put on, which can have but one 
result, a worth-while increase in 
members in the Pennsylvania state 
association. 

No doubt, the secretary's report 
will show that several state associa- 
tions have ceased to function, at 
any rate that they have held no con- 
vention during the past year. 

This is to be regretted as there is 
a definite loss to the members them- 
selves, without considering the loss 
the national as-ociation may have 
sustained. 

It has been my experience, at all 
the state conventions at which it 
was my privilege to attend, that a 
spirit ‘of enthusiasm and coopera- 
tion was manifest which is of equal 
benefit to the individual and to the 
as*ociation. 

It is the group influence which 
make; for accomplishment, which 
makes the most difficult problems 
quite simple when brought before 
an association for solution. 

The officers of the national asso- 
ciation should put forth every effort 
to keep alive the interest in state 
associations and to revive those 
that seemingly have ceased to func- 
tion. 

I believe that by giving publicity 
to the constructive program which 
will be carried out by this conven- 
tion, we can show them that it is to 
their great advantage to retain 
membership in the national associa- 
tion and that it is their loss if they 
decide to withdraw from member- 
ship. 

The Secretary’s report was like- 
wise read. 

Report of Secretary Edwin L. 

Seabrook 

Eleven months have passed since 
the Atlanta convention. The prob- 
lem solvers in the social and moral 
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realms, in government, and in in- 
dustry have not found solution to 
all the problems which justify and 
nece sitate associations of kindred 
minds in united efforts to reach 
common ends. If this had been 
done there would be no occasion for 
this gathering. This convention of 





Julius Gerock, Treasurer 


the sheet metal industry is, there- 
fore, an undiminished necessity. It 
is, indeed, the cumulative product 
of twenty-one years of demonstrat 
ed usefulness. Its influence will 
not be measured by the numbers 
attending or columns of publicity. 

It is the only annual occasion on 
which the sheet metal contractors 


G. ‘J. George, James Barrett, F. J. Hoersting and E. B. Langenberg 
























ler those 


come together to con i 
questions which are of primary im- 
portance to all the indutry. The 
value of this convention to us, to 
the industry, and to our country 
will be determined not only by our 
ability to comprehend its purposes, 
but by the courage, intelligence, and 
perseverence which we endeavor to 
complete them. 

It is quite appro, riate that your 
officers most intimately connected 
with the work and activities of the 
association should give a compre- 
hensive account at the beginning of 
this convention of what has been 
done during the year. You will 
want to know about the member- 
ship and the many other lines of 
work that have been attempted since 
the Atlanta convention. It is ‘well 
to bear in mind that the activities 
of trade organizations vary from 
year to year. The energy is not 
always in the same _ direction. 
Sometimes it is devoted to one 
thing, then again to another, which- 
ever may seem the most important. 
This year the work has been very 
largely along constructive lines, do- 
ing the things which will bring the 
industry to a_ higher standard. 
While the membership increase has 
not been overlooked, the great part 
of the work has been toward con- 
serving the membership and giving 
it actual service along several lines. 
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Mrs. Bollinger, Mrs. McElwain, Mrs. Junia Roberts and Miss Borum 


New Organizations That 
Have Been Formed 

Two state associations, Alabama 
and Mississippi, have been organ- 
ized. While the membership in 
these two state associations may not 
be large, it is solid and there are 
earnest active workers in these two 
territories upon which we may rea- 
sonably depend for a gradual and 
substantial increase from the mem- 
bership available, which, by the 
way, is not as large as in many 
other states. 

Three local associations, Ashe- 
ville. North Carolina, Jackson 
County, Illinois, and Johnstown, 
Pennsylvania, have been organized. 
The number of new members 
placed on the rolls since the Atlanta 
convention is two hundred. This 
is probably below the real number 
as reports have not been received 
from quite a few local associations 
and some state associations. In 
some instances, the state associa- 
tions were not held until a few 
weeks ago when it was necessary 
to make an increase in the per 
capita tax to meet the increase of 
the national association adopted at 
the Atlanta convention. This is the 
reason for some state associations 
making no report on their member- 
ship. 

The increase in the national per 
capita tax did not have the slightest 





unfavorable effect on the member- 
ship. No complaints have been re- 
ceived and the per capita tax has 
been paid just as promptly this year 
as in.previous years. 
What Goes on at National 
Headquarters 

I am sure you will be interested 
in some of the routine of headquar- 
ters. The work of the office has 
nearly doubled in the last year. 
This is due to the constantly in- 
creasing activities and services to 
members of the association. 


Last September we began han- 
dling the inquiries regarding copper 
sheet metal work sent the Copper 
and Brass Research Association in 
answer to their ads. These “leads” 
or inquiries are sent direct to some 
sheet metal contractor in the local- 
ity where the inquiry originates. 
Preference is always given the 
member or members; if there is no 
member, then a subscriber to the 
Contractor. 

The actual record shows that ap- 
proximately twenty-five hundred 
such “leads” have been sent to 
members and other sheet metal con- 
tractors in all sections of the coun- 
try since undertaking this work. 
This is a real service, as in many in- 
stances it gives the member first- 
hand information about proposed 
buildings and an opportunity to 
interview the prospect. That this 
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service is appreciated is indicated 
by the number of letters received. 
Undoubtedly, a great deal of bus- 
iness has been secured by these 
“leads.” 

The Atlanta convention adopted 
the slogan “Use Sheet Metal for 
Beauty and Permanence.” At a 
meeting of the Board of Directors 
last September, the design was ap- 
proved. Application was made to 
the United States patent office to 
register the slogan and design. This 
registration places the control of the 
use of the slogan with the national 
association. 

The registration was granted late 
in November, and since that time 
there has been a persistent urging 
of the membership to use the slogan 
on all printed matter. To date two 
hundred twenty-seven slogans have 
been distributed on direct orders 
from the members. While this re- 
sponse has been quite generous, it 
is hoped the entire membership in 
a very short time will be using the 
slogan on their printed matter. 

Concerning the Apprentice- 
ship Training Plan 

This plan was adopted at the At- 
lanta convention and ordered print- 
ed. This makes a pamphlet of 
forty pages. Distribution began the 
latter part of October and still con- 
tinues. Wide publicity was given 
this plan _ through publications 
reaching public and _ vocational 
school officials, in which sheet metal 
training was taught or contemplat- 
ed. Hundreds of copies have gone 
to sheet metal contractors and 
others directly connected with in- 
dustrial training in schools, public 
and vocational. As the plan was 
not ready for distribution until 
after the school term for the year 
began, its adoption this year could 
hardly be expected. There is every 
reason, however, to believe that a 
number of schools will adopt this 
plan in the future. 

A careful record is being kept of 
the copies sent and it is proposed to 
ascertain where the course is being 
used in the individual sheet metal 
shops, classes and schools. 

Distribution Sheet Metal 
Cornice Booklet 
This booklet was in course of 
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distribution during the Atlanta con- 
vention. Not a few local associa- 
tions followed the plan of the Trade 
Development Committee and per- 
sonally called upon architects and 
explained the merits of the booklet 
and of sheet metal cornices. An- 
nouncements in the different publi- 
cations, particularly in the sheet 
metal industry and among the 
architects, brought a flood of re- 
quests for the booklet. These re- 
quests still continue. 

Since the publication of the 
Standard Code, this office has dis- 
tributed nearly four thousand 
copies. This number has gone out 
singly, in twos, and threes rather 
than in large quantities. One of 
the questions frequently asked is: 
“How can we proceed to get the 
Code into our Building Ordi- 
nance?” 

In distributing the Code, prac- 
tically a personal letter, suited to 
the inquiry, has gone to the one 
making the request. 

The personal letter will also 
apply in the distribution of the Ap- 
prenticeship Training Plan and the 
Sheet Metal Cornice Booklet. 
These letters have not been of the 
so-called “form” kind, but phrased 
to suit the particular inquiry. 

So much for what has been and 
is being done. Now for a few 
things that are needed. 


What Is the Attitude Toward 
Increasing Membership? 

Nearly every one of our conven- 
tions has touched in some way on 
the need of a larger membership, 
but no far-reaching, practical plan 
has been inaugurated, to say nothing 
of being tested over a considerable 
time, on a number of prospects that 
are eligible and would make credit- 
able members. Membership acces- 
sions in any organization do not 
just happen, but are the result of 
well-laid plans and earnest hard 
work. 


After a somewhat careful study 
of the entire situation, I believe the 
time has come for the national as- 
sociation to definitely plan and 
provide the material for member- 
ship accession. This plan should 
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New Orleans Delegation: Mr. and Mrs. R. J. Holzer, Mr. and Mrs. J. B. Ibos 


not be the “flash-in-the-pan” 
variety ; a little spurt and then drop. 
Whatever plan, if any, is adopted, 
should provide for a continuous 
out-go of effort from national head- 
quarters to interest the prospective 
member and induce him to affiliate. 
If the national association will lead 
the way, I am confident the local 
and state associtions will codper- 
ate with effort and a portion of the 
expense, as they will share in the 
benefits of increased membership 
and revenue. 

The Pennsylvania State Associa- 
tion and the Salesmen’s Auxiliary 
of that state have worked out a plan 
and method, jointly, worthy of the 
consideration of this body. These 
two organizations appropriated 
nearly $1,000 for increasing the 
membership of that state. A char- 
acter “Sheet Metal Dan, the Asso- 
ciation Man,” in printed and illus- 
trated pamphlets, will tell the story 
of the association, its accomplish- 
ments, possibilities, etc., all leading 
up to affiliation. The material is 
being prepared by an advertising 
expert. Ten pamphlets will be pre- 
pared, all with the idea of advertis- 
ing—selling the association to a 
selected list of prospects. 


Regarding the Proposed 
Building Code 

There are an increasing number 
of inquiries coming to our office for 
sheet metal sections for building 
codes. This is a healthy sign, as it 
indicates that sheet metal contrac- 
tors are alive to their opportunities 
when the building codes of their re- 
spective municipalities are amended 
or revised. 

A study of the average building 
code shows very little mention of 
sheet metal. If fire-proof materials 
are mentioned by name, sheet metal 
generally comes under the designa- 
tion of “or other fire-proof mate- 
rials.” With the exception of the 
Standard Code for the installation 
of warm air furnaces, there is but 
little to offer such inquiries, cer- 
tainly nothing complete as a sheet 
metal code. Let it be said of the 
Standard Furnace Code that it is 
complete and can be incorporated 
in the building code of any city. 

What Is Condition of Asso- 
ciation Finances 

The finances of the association 
are in very good condition. Financ- 
ing the preparation of the large 
Sheet Metal Text Book under the 
direction of the Trade Development 
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Committee has called for the ex- 
penditure of $6,018.87. In order to 
meet this, it has been necessary to 
dispose of $7,484.79 worth of in- 
vestment securities held by the as- 
sociation. The surplus has not 
suffered to the amount of the sales 
of these securities. At the begin- 
ning of the year, the surplus was 
$13,341.85. At the close of this 
year, April 30th, it was $10,327.53. 
During the year $2,250 was trans- 
ferred from the surplus of the Na- 
tional “Sheet Metal Contractor to 
the national treasury. The Con- 
tractor ‘has been favored with a 
liberal and increasing amount of 
advertising during the year, its sur- 
plus is $4,242.90, which is included 
in the surplus of the association 
named above. 

Our association is working har- 
moniously with four other organ- 
ized factors in the sheet metal in- 
dustry. The Sheet Steel Trade 
Extension Committee, the Copper 
and Brass Research Association, 
the National Warm Air Ventilating 
Heating. Association, with which 
should be included the Western 
Warm Air Furnace and Supply 
Association, and the Zinc Institute. 
In addition, the association is repre- 
sented by your secretary on. the 
Board of Review of the sheet metal 
mills, the tin plate manufacturers, 
and the manufacturers of conduc- 
tor pipe, eaves trough, etc., the 
members of which are connected 
with the sheet metal branch of the 
National Hardware Association. 

It is becoming more and. more 
evident that the state association is 
a necessary integral part of our na- 
tional organization. With one ex- 
ception, all our state associations 
held conventions during the 
The programs have certainly 
been high-grade-and these yearly 
state gatherings are bound to be 
important factors in constructive 


have 
year. 


work. , 

I do not care to go so far as mak- 
ing positive recommendations, but 
I do wish to suggest to this conven- 
tion the advisability to take some 
decisive steps toward providing the 
framework, at least, for a building 
code .embodying sheet metal and 


also a definite membership acces- 
sion plan. 

I wish to express my apprecia- 
tion and thanks to our national 
president, the national officers, the 
state and local secretaries, and all 
members who have served with me 
for the help and codperation they 
have given to make our association 
bigger, better and stronger, as we 
enter upon a new year. 

It was moved and seconded that 
these reports be spread upon the 
minutes ‘of the meeting. This was 
agreed to by vote. 

The selection of the Nominating 
Committee was accomplished by bal- 
lot. Joseph C. Gardner was ap- 
pointed judge of elections, while 
William F. Angermyer and James 
Barrett were made tellers. 

Nominations for the committee 
were opened and David Haines, Ed 
Merrick, Arthur Lamneck, John 
Kolbenschlag, W. A. Fingles and 
Mr. Linderking were named from 
the floor as possible members. Bal- 
loting proceeded, with the result 
that Dave Haines, Ed Merrick and 
Arthur Lamneck were elected. Mr. 
Fingles and Mr. Kolbenschlag were 
appointed to the committee by the 
president. 

A petition was read to the effect 
that one member of the board of 
directors be selected from the New 
England States. This matter was 
left to the discretion of the Nomin- 
ating Committee. 

Vocational Education and What 

It Aims to Accomplish 

Professor R. E. Daugherty of the 
Louisville educational system, was 
introduced and spoke on “Voca- 
tional Education.” 

The keynote of this address was 
that it is impossible to divorce voca- 
tional education from general edu- 
cation. General education cannot 
alone solve the problem of fitting a 
boy to make his living. On the 
other hand vocational education 
alone is apt to be too narrow; it 
does not permit of the balanced de- 
velopment. 

The aim. of true education is to 
unfold every power of the soul. 

In vocational education as in 
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every other form of education the 
big problem is to determine what 
the boy or girl is best fitted to do. 
That done, the rest is easy. 


One of the burning necessities to- 
day in making vocational education 
a success is the vital contact between 
the industry and the school. There 
must be a clearing house between 
school and industry. It is up to the 
contractor to furnish the school, in 
order to avoid too much theoretical 
workings. 

In closing Professor Daugherty 
spoke of the link established be- 
tween the Louisville schools and 
Louisville industry. He told of the 
work which has been made possible 
there by the gift of $250,000 to the 
cause by the President of the Stand- 
ard Sanitary Manufacturing Com- 
pany. A new school is being erect- 
ed and equipped. This school is to 
have a fully equipped sheet. metal 
shop. 

C. L. Bailey of the Sheet Steel 
Trade Extension Committee, spoke 
on a sheet metal consciousness of 
tomorrow’s men. In that address 
he outlined how the committee is 
getting people to think in terms of 
sheet steel. 


Mr. Bailey spoke of the sheet 
metal schools he had established in 
Chicago, Cincinnati and Boston, 
and urged the contractors to get be- 
hind the national sheet metal slogan 
and push. He urged that this sio- 
gan be placed even on bank checks. 

The various local associations 
were called upon to report on con- 
ditions. Those whose representa- 
tives were present were as follows: 
Alton, Illinois; Baltimore, Mary- 
land; Bethlehem, Pennsylvania ; 
Birmingham, Alabama; Charlotte, 
North Carolina; Chicago, Illinois ; 
Cincinnati, Ohio; Columbus, Ohio ; 
Dallas, Texas; Dayton, Ohio; Erie, 
Pennsylvania; Lake County, Indi- 
ana (reported by Mrs. Roberts) ; 
Louisville, Kentucky; Madison, 
Wisconsin; Miami, Florida; Mil- 
waukee, Wisconsin; New Orleans, 
Louisiana; New Albany, Utah; 
Peoria, Illinois; Philadelphia, Pitts- 
burgh, San Antonio, Texas; St. 
Louis ; Springfie!d, Illinois ; Spring- 
field, Massachusetts; Tulsa, Okla- 
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homa; Waukeshaw, Wisconsin; 
Washington, D. C. 

L. Y. McAnney, of the L. J. 
Mueller Furnace Company, Mil- 
waukee, spoke on the “Factory 
sranch Versus Dealers _Installa- 
tion.” His address was very well 
received and Mr. McAnney_ was 
complimented very highly on his 
capable presentation of the subject. 
The address appears elsewhere in 
this issue. 

In the evening an entertainment 
and dance was given. B. J. Jacobs 
had charge of the production. The 
evening was thoroughly enjoyed by 
all and many thanks are due Mr. 
Jacobs and his committee. 

Wednesday’s Trip Up the 
Beautiful Ohio 

The session on Wednesday was 
full of thrills. In the first place the 
delegates arose bright and early de- 
spite the fact that they had danced 
until a late hour the night previous, 
breakfasted and were then taken in 
taxis to the warf, on the banks of 
the Ohio river. Here they went on 
board the good ship “America” 
almost 800 strong, including wives 
and children. 

At 9 A. M. sharp the gong sound- 
ed, the whistle blew the signal for 
departing, and the entire delegation 
left Louisville behind for a day at 
Rose Island about 15 miles distant 
up the river on a real good old fash- 
ioned southern summer outing, with 
good eats awaiting us on arrival at 
the island. A full fledged band was 
on board and furnished music for 
dancing on the highly polished up- 
per deck of the ship. 

The morning session opened on 
the topmost deck of the “America” 
at 9:30 a. m., with the cool breezes 
wafting the balmy summer air over 
the deck. The banks on both sides 
of the river presented a continuous 
15-mile panorama of scenic wonder 
as the ship plowed its joyous way 
on up the river. 

Under such seemingly restful and 
enjoyable circumstances it is hard 
to believe that much work could be 
accomplished. 

But all supposition to the con- 
trary, a great deal was accomplished, 
as the proceedings which follow will 
show. 
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Mr. Henninger, W. F. Angermyer, A. W. Howe, W. C. Markle, Paul L. Biersach 
and George Thesmacher 


Sheet Metal Business Subject to 
Great Weather Hazards 

The first report was that of the 
resolutions committee. The chair- 
man of this committee, Arthur Lam- 
neck, made it known that the flowers 
had been sent to John H. Hussie, 
S. P. Moncrief, William McElroy, 
and Peter Johnson as per instruc- 
tions on the day previous. Further 
resolutions were to be made by the 
committee before the end of the 
convention. 

The next address, it also hap- 
pened, was by Mr. Lamneck on the 
Standard Furnace Code. In mak- 
ing this address Mr. Lamneck did 
himself proud, as well as doing a 
lot of good for the industry. 

Mr. Lamneck, in opening, stated 
that experience alone, without the 
acquisition of technical knowledge 
to supplement it is not sufficient for 
the conduct of a sheet metal and 
warm air furnace installation busi- 
ness. He said that the sheet metal 
business requires skill, and yet 
many are in it who do not know 
how to compute an accurate over- 
head addition. 

The great hazard of the sheet 
metal industry is the weather. In 
this connection Mr. Lamneck cited 
instances of where a job was figured 
in July and came up in January, 
which, of course, would change the 
working time and throw the unwary 
contractor off. 

He spoke of the constantly chang- 
ing condition of industry as another 


hazard which the sheet metal man 
must guard against. He cited in- 
stances where businesses that a few 
years ago were thriving had been 
compelled to close their doors, be- 
cause they had not changed their 
business tactics to meet the changed 
condition which had taken place 
while they were enjoying their ease 
in the swivel chair. The sheet metal 
contractor with foresight enough to 
enable him to change with conditions 
around him is the one who wins out 
in the long run. 

No one can succeed in business 
without work. To wait for business 
to come in is fatal. Mr. Lamneck 
was of the opinion that the local 
furnace man can outsell the direct 
installer if he will get out and work. 

He thought the fact that, although 
15,000 Code Pledge Cards have 
been .mailed out, only 1200 have 
been returned signed was a deplor- 
able situation. 

It should not be _ necessary, 
thought he, to pass laws in order to 
get a good furnace job put in. He 
said that furnaces must be installed 
according to the Code, law or no 
law. If 50 per cent of the 500,000 
furnaces installed last year had been 
installed in a satisfactory manner, 
double that number would be put in 
this year. 

While the Steamer Churns on 
Up the River 

George L. Bennett, of the Sheet 
Steel Trade Extension Committee, 
was the next speaker. Mr. Bennett 
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spoke on “Codperation Versus Com- 
petition, Lifting Up Versus Break- 
ing Down.” 

Mr. Bennett did not go into the 
subject of what the committee is 
doing from the beginning, but con- 
fined himself to the telling of the 
new developments that have oc- 
curred. 

He said that every sheet metal 
man was compelled to examine the 
dreams which he evolved. Day 
dreams have a practical value when 
carried through to a logical conclu- 
sion. But the contractor must not 
form the habit of dreaming without 
acting. This results in drifting and 
there must be no drifting but al- 
ways sailing—going some where. 

The contractor must get closer to 
nature. There is a great wonder 
field ahead. Our only necessity is 
to develop the productive power 
within the man. Our objective is 
to get closer to the method of get- 
ting the best out of every man in 
productive industry. 

In rendering service lies the 
means of attainment. Development 
is the reward of honest effort ap- 
plied to render service. 

The sheet metal industry is in a 
transition period. And the fear of 
what lies in store is keeping the con- 
tractor from a full coéperation with 
his fellows. 

Mr. Bennett spoke of a possible 
trend toward consolidation as a 
means of meeting competition. Con- 
solidation could not come without 
the fullest coéperation. In consoli- 
dation it would be possible to as- 
semble together men who are ‘par- 
ticularly good in some one phase of 
the work. Under such a system no 
one need lose his identity, and the 
owner, who necessarily has a broad- 
er viewpoint, could not fail to select 
the good men from the upstarts. 

“Competition is an irritant and 
not a stimulant to business,” Mr. 
Bennett said. “Competition sup- 
presses truth when it should be 
broadcast to the world.” 

Mr. Bennett spoke of the tests of 
roofing that were being conducted 
at Washington. He said that one 
of the most important observations 
made was that materials were previ- 





Mrs. Renick, Madison, Wis. 


ously not tested at middle age, in 
which case the prepared roofings 
could not hope to stand up against 


’ the strength of sheet metal. 


Important tests have also been 
made on sheet steel garages. It was 
found that, although two cars were 
burned in a garage, the sheet steel 
showed no sign of damages. The 
tests are to be continued for con- 
firmatory purposes. 

In this connection Mr. Bennett 
said that the appeal of fire resist- 
ance has not near the strength that 
the resistance to cracking appeal 
has. 

Other tests are also being made. 
Tests on the acid formations on the 
inside of conductor pipe, which 
rusts the pipe through from the in- 
side are under way. Attempts are 
now being made to spray the con- 
ductor pipe on the inside with some 
corrosion resistant after the elhow 
has been formed. 

Still further discussion of the 
Master Brand sheet was given by 
Mr. Bennett. He said that the con- 
tractor should be interested in stable 
prices and adequate protection for 
the public. 

“There is a great deal of business 
coming for the sheet metal contrac- 
tor in one and 2-car garages,” said 
Mr. Bennett. This is proved by 
the fact that there are 2% million 
cars owned each year and storage 
place must be found for them. 

A definition of fire proof was 
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given: “A non-combustible mate- 
rial, which will not radiate sufficient 
heat to cause combustible materials 
to ignite when placed adjacent to 
any burning substance with the fire- 
proof material between it and the 
fire. Sheet metal does not come 
within the class of fire proof mate- 
rials when that definition is applied. 

It is the purpose, however, of the 
tests to reveal at what distance away 
from the sheet metal being tested 
that metal does become fire proof. 

Mr. Bennett was firm and em- 
phatic in his belief that the sheet 
metal business is on the threshold 
of the greatest opportunity in his- 
tory. 

E. A. Scott, Miss Cohn and E. C. 
Carter spoke on the codperation 
which the trade journals are giving 
the industry. 

About this time the whistle of the 
steamer (of course you know we 
are still on the river) announced 
the fact that the landing at Rose 
Island had been reached. 

However the question box was 
opened and a great deal of discus- 
sion was indulged in on many cur- 
rent problems. Some good pointers 
were brought out from this discus- 
sion. 

The meeting finally adjourned. 
Everyone got off the boat and par- 
took of the hospitality, in the way 
of satisfying the inner wants of 
man, of the local association. Plate 
luncheons were provided for every- 
body. The small tables under the 
shady trees of the grove were laden 
with good things to eat—and did 
the mates lay too! Ice cream and 
cake topped off the luncheon and 
everyone enjoyed himself to the 
utmost. 

O. E. Hutchison, Ferd Schupp, 
Ed Merrick, Mr. Hession and others 
of the Louisville organization were 
here, there and everywhere seeing 
to it that everyone lad a good time 
and plenty to eat. 

The official convention picture 
was taken after luncheon was over. 


Furnace Manufacturers Condemn 
Furnace Guarantees 


Wednesday afternoon’s session 
was held in one of the large dining 
halls at Rose Island. 
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Louisville Ladies: Mrs. E. H. Wagner, Miss Mary O’Leary, Mrs. C. W. Schott, Miss D. Halpring and Miss Imelda Heckel, 
Mrs. Jacob Bailey, Mrs. C. W. Halpring, Mrs. L. C. Deack, Mrs. G. P. Determan, Mrs. Bert Schupp, 


E. B. Langenberg reported on the 
Warm Air Furnace Committee. 
This report appears in its entirety 
on another page. 

On motion of Mr. Nesbit the 
recommendation concerning furnace 
guarantees was adopted. 

A second motion to the effect that 
a definite section of the Journal be 
devoted to warm air furnaces was 
left in the hands of the publication 
committee. 

At this juncture in the program 
a rising vote of thanks was tendered 
George K. Anderson, official scribe 
for the association, for his long and 
efficient service. 

N. A. Lichty reported for the 
Slogan Committee. Mr. Kolben- 
schlag urged that the slogan be used 
on boards to be placed upon houses 
upon which a contractor was doing 
work. Jules Gerock will provide 
the boards in sheet metal. Paul 
Biersach reported for the Cornice 
committee. He stated that all of 
the time was being used on the work 
of the Trade Development commit- 
tee. 

An address on 100 per cent reali- 
zation on manufacturers codperation 
was given by W. G. F. Roll. Mr. 
Roll urged that dealers use the 
literature sent to them by manufac- 
turers. They should use. it discrim- 
inately, but use it. 

The contractors were asked by 
Mr. Roll to submit names of pros- 


and Mrs. Henry Schwab. 


pects for direct-by-mail advertising 
campaigns. 

In the final analysis the dealers 
pay for the literature thus given 
them and if they do not use it, they 
are paying for something they do 
not get. 

The state association reports were 
heard just before starting back to 
Louisville by boat. 

Back on the boat, we weighed an- 
chor and went bowling merrily 
along with the current 
Louisville. Music was furnished 
for dancing as we again viewed the 
scenic effects which mother nature 
had painted in such gorgeous pro- 
fusion for our express benefit. Back 
at the wharf, we were again taken in 
taxis to the Kentucky Hotel to eat 
dinner and prepare for the enter- 
tainment provided by the mysterious 
order of Metal Mecacos, sponsored 
by the New Orleans Association of 
Sheet Metal Contractors. From the 
activities of the day, it is easily 
seen that a wonderful time was pro- 
vided, and once again we uncover 
to the sheet metal men and women 
of Louisville. 

What Occurred During the Thurs- 

day Morning Session 

Thursday morning the session 
opened with a report of the Labor 
Committee by W. F. Angermyer. 
One thing which Mr. Angermyer 
emphasized was the fact that em- 
ployers were not using the allotted 
number of apprentices allowed. This 


toward - 


‘terloo Local. 


is a serious situation in view of the 
fact that there does exist a shortage 
of sheet metal workers. This short- 
age is having a definite effect upon 
the wage rates which employers are 
compelled to pay. Mr. Angermyer 
urged employers to avail themselves 
of the full numbers of apprentices 
in order to avert labor difficulties. 

W. C. Markle announced that the 
association is a member of the 
United States Chamber of Com- 
merce. That body has thought the 
association important enough to in- 
fluence legislation. 

John Pierpoint was introduced by 
the president as the National Coun- 
selor. Mr. Pierpoint revealed the 
fact that a great deal of good work 
is being done by the membership in 
that organization. He said that the 
money spent by the organization 
for membership was well directed. 
A motion was passed that the report 
of the National Counselor be placed 
upon the minutes when that report 
is prepared. 

Mr. N. A. Lichty made a very 
comprehensive report for the Wa- 
He outlined the 3-day 
sheet metal course put on by the 
college at Ames and several other 
progressive measures. 

How Bennett Chapple Reviews 

Work 

Bennett Chapple of the Ameri- 
can Rolling Mill Company made an 
address on the responsibilities of 
the mills, the jobbers and the sheet 
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metal contractors—the great trium- 
virate. 

These three divisions were taken 
up separately by Mr. Chapple and 
thoroughly discussed. 

The mills, he said, have come to 
a realization that their future prog- 
ress is dependent upon the work 
done by the sheet metal contractor. 

Never in the history of the coun- 
try have the sheet metal contrac- 
tors been in a more favored position 
than they are today, according to 
Mr. Chapple. 

He said that the metal house is 
coming forward very rapidly. Archi- 
tects never realized more clearly 
than they do today that permanent 
homes are necessary. 

Every manufacturer of sheets 
realizes that of the millions of dol- 
lars he is spending for advertising, 
not one dollar can he hope to get 
back without its first passing 
through the hands of the sheet metal 
contractors—something for the con- 
tractor to think about! 

The sheet metal contractor must 
keep abreast of the tinies. The 
blacksmith lost out when the auto- 
mobile came in because he didn’t. 

The jobbers, too, have their re- 
sponsibilities in the new scheme of 
things. They must maintain ade- 
quate stocks and encourage the 
keeping of proper cost accounting 
systems. 

By practicing eternal vigilance a 
profit can be made and the cost ac- 
counting systems check up the facts. 

The sheet metal contractor like- 
wise has a responsibility. Six of 
these were enumerated by Mr. 
Chapple : 

1. Demand good workmanship 
from your men. Good workman- 
ship implies the use of good mate- 
rials. 

2. Adhere strictly to specifica- 
tions. This is the only sound way 
to build a business. 


3. Devise ways and means to ef- 
fect a closer contact with architects. 
Give them information and bring 
their attention to the standards of 
sheet metal maintained. 

4. Get: back of the movement of 
training apprentices in your own 


localities. 
and effort. 

5. Inspire your own sons and 
sons-in-law with the opportunities 
ahead in the sheet metal business. 

6. Use direct, positive type of 
advertising. Tell the customer 
about your service and materials. 
The industry is a pipe line. The 
contractors are the spigots. These 
spigots must be opened wide. 

In closing his remarks, Mr. Chap- 
ple drew a glorious picture of the 
future and in doing so he drama- 
tized each letter of the word future. 
“F” for “Forward”; “U” for 
“United Effort”; “T” for “Tenac- 
ity’; “U” for “Understanding” ; 
“R” for “Realization”; “E” for 
“Enthusiasm,” written in brightly il- 


This job requires action 








A few of the many pictures 
taken by AMERICAN ARTISAN 
at the Louisville convention ap- 
pear in this week's issue. 

Our next week's issue will 
contain more pictures. Watch 
for them in our June 5 issue. 








luminated letters across the horizon 
of the future. 

Trade Development Committee 

Making Good Progress 

In the report of the Trade De- 
velopment and Publicity Committee, 
made by George Harms, chairman, 
a great deal of progress in the work 
was shown. 

The chief activity of the com- 
mittee has been concerned with the 
publication of the book. In order 
to facilitate the operations of this 
committee the work was divided into 
fourteen different sections, and a 
section given to each sub-chairman 
to work out. These sections are as 
follows: Cornice, Standard Speci- 
fication for Cornices, Furnaces, 
Skylights and Ventilating, Blowpipe 
and Ventilating, Gutters and Down- 
spouts, Metal Doors, Roofing, Metal 
Ceilings, Kitchen and Hotel Equip- 
ment, Fire Doors, Metal Windows, 
Garages and Protective Paints and 
Coatings. 

The chairmen of these various 
subcommittees reported, and from 
the state of progress shown in their 
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reports on this gigantic work the 
book will be ready for publication 
not later than July 15 or August 1 
of this year. This is an excellent 
accomplishment and when completed 
will go a long way toward putting 
the sheet metal industry in a better 
light. The committee is to be con- 
gratulated on the work it has done. 


Louis Luckhardt rendered a _re- 
port for the Vocational Educational 
Committee. The board of directors 
recommended authorization of ex- 
penses for carrying on the work of 
the Trade Development Committee. 

The election of officers resulted 
in a unanimous selection of Joseph 
C. Gardner for president ; first vice- 
president, Walter Budd; second 
vice-president, N. A. Lichty; third 
vice-president, G. I. Ray; fourth 
vice - president, John Treuchet; 
treasurer, Julius Gerock. The 
trustees appointed are Louis Luck- 
hardt, Ames Walsh, John Kolben- 
schlag. Sergeant-at-arms elected for 
the coming year is O. W. Bragin. 

In the scramble for the honor of 
having the convention next year, 
Dallas, Texas, won out. 

We Will Be Compelled to Say: 

‘Thanks for the Motor Ride” 

Thursday afternoon the delegates 
were taken for a splendid ride over 
all parts of the city of Louisville. 
Private cars and taxis had been 
chartered and the procession was in- 
deed a grand one. Mile after mile 
was reeled off as the profession 
wove in and out around the beauti- 
ful residential sections of Louisville, 
through Cherokee Park and several 
others. A most enjoyable time was 
had on this trip. 

Louisville Ladies’ Auxiliary Do 

Themselves Proud 

The visiting ladies were royally 
entertained while in Louisville. The 
program worked out by the Ladies’ 
Auxiliary was a varied and com- 
plete one. Nothing was left undone 
to interest and entertain the visiting 
ladies during their stay. 

Tuesday morning all the ladies 
were in attendance at the opening 
session of the convention. 

At noon, however, they were 
taken to a delightful luncheon, and 
bunco and Five Hundred party at 
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In Your Town Too 


It does not make any difference what type of 
Sheet Steel business you are pushing —venti- 
lation equipment, factory buildings, garages, 
building equipment, or roofing—the SHEET 
Street TRADE ExTENsION campaign will help 
you sell it right in your own home town. 


Sheet Steel advertising is reaching more than 
10,000,000 paid subscribers right now. This 
means every worth- 
while buyer in your 
community is being 
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sold the added value of Sheet Steel service — 
architects,general contractors, business men, 
farmers, home owners, and housewives. 


You can make this advertising your adver- 
tising. You can get the business and profits 
that are being created in your community. 
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For a complete set of newspaper advertise- 
ments, circulars, and other sales-helps, write 
the Sueet Steet Trape Extension Com- 
MITTEE, OLiverR BuILpiInG, PitTTsBuURGH, 
PENNSYLVANIA. 
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NO BOLTS—NO CEMENT JOINTS TO FRONT 


RADIATOR 37'x13' ON 22" POT 


LARGER THAN ON USUAL 24' POT SIZE 
45% AIR PASSAGE OVER FEED SECTION 


FIREPOTS 25% Heavier 


NEW CUP JOINTS—NO RIM CHECKING 


GRATE BARS 50 Heavier 
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SEND FOR CATALOG 


LOW PRICES KEEP Costs Down 
SPECIAL FEATURES HE p SELL Joss 


How many times do you lose a job because you are a 
few dollars high and the advantages of your line are not 
distinctive enough to swing the job your way? 


Already our dealers are getting repeat orders and new 
business on the “Blue Front Furnace,” at their own price. 


It makes an outstanding installation—brings you 
prominence and helps the contractor sell his building. 


Our catalog gives heat pipe capacities for all sizes, and, 
of course, all the information you may want. 


The International Blue Front Economy Furnace 
Agency is a mighty valuable one. 





NO. 2244 ECONOMY FURNACE 


22” FIREPOT—44° CASING 
WEIGHT—1,070 LBS. HEIGHT—491/," 
TOTAL FREE AIR—663° 
OVER FEED SECTION—308° 
GUARANTEED RATING—500° 











NEW YORK— CHICAGO — CLEVELAND —- DETROIT— NASHUA, N. H. 


HEATER CO. utvcany. 
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If you have not re- 
ceived copies write 
for them today 





Sent without 
charge to Sheet 
Metal Contractors 
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Superiority of Copper for sheet metal work 
is recognized by all who want the most 
service per dollar of expenditure. 


These revised editions of our technical 
books fully illustrate and explain the 
proper application of Copper for roofing, 
flashing and roof drainage purposes. 


COPPER t& BRASS 
RESEARCH ASSOCIATION 
25 Broadway, New York 
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the Elks’ Club. There were about 
25 prizes given to the victorious 
players. 

In the evening of Tuesday the 
Ladies’ Auxiliary put on an enter- 
tainment in the Kentucky Hotel for 
the entire delegation. A program 
of variety and spice was given. 
Much fun and merriment was pro- 
voked by the amusing features of 
the theatricals, and the entertain- 
ment was unanimously enjoyed. At 
about 10:30 a good orchestra struck 
up and dancing followed. 

Wednesday the whole group of 
delegates and visitors took the trip 
to Rose Island, described on an- 
other page. The part the Ladies’ 
Auxiliary had in serving the 
luncheon was a large and important 
one. And this trip will be long re- 
membered by all who were for- 
tunate enough to have taken part 
in it. 

Wednesday evening a mystery 
party was held for the women in 
the Kentucky Hotel. What form 
this party took is not known to the 
Editor, as he was unable to get | in. 
If it was on a par with all the other 
entertainment features, it must have 
been good. 

Thursday morning the ladies were 
taken to the Y. W. C. A. on a swim- 
ming party. At noon a perfectly 
sumptuous luncheon was served. In 
honor of Miss Mary O’Leary, presi- 
dent of the Auxiliary, whose birth- 
day it was, a huge cake was cut and 
served to the guests and members. 
The ladies of the Auxiliary present- 
ed her with a lovely bag as a token 
of their affection and appreciation. 
In the afternoon the ladies joined 
the men on the sightseeing tour of 
the city. 

The Ladies’ Auxiliary worked 
hard and succeeded beyond all ex- 
pectations in giving the visiting 
ladies a memorably happy and 
eventful time during their entire 
stay. The Ladies’ Auxiliary de- 
serves unbounded praise for their 
work and for the hospitable spirit 
displayed at all times by them. 

The entertainment features of the 
convention were splendid through- 
out and the entire entertainment 
committee are to be given great 


credit for the elaborate way in 
which that part of the program was 
carried out. 

Thursday evening the convention 
banquet was held in the Banquet 
3all Room of the Kentucky Hotel. 

This was truly a gorgeous affair 


and the room was fairly jammed 


with loveliness. 

The immense crowd added to the 
merriment of all and even those 
staid men who are used to banquet 
after banquet got a great kick out 
of this unusually large and pleasant 
gathering. 

President W. C. Markle was pre- 
sented with a gold watch and chain 
in behalf of the Association for his 
unusually splendid work. Arthur 
P. Lamneck made the presentation. 

President Markle, Secretary Sea- 
brook, Joseph C. Gardner, Jules 
Gerock, Rerevend John F. Knue and 
J. E. Merrick all were called on by 
John J. Hession, Jr., toastmaster of 
the evening, for short talks. 

After a splendid meal and the 
talks, the crowd danced until the 
wee hours of the morning. 

Miss Mary O’Leary’s delightful 
musical numbers were a feature ot 
the banquet and the dance orchestra 
was especially inviting to both 
young and old. 

Friday 

A resolution giving special thanks 
to the Ladies’ Auxiliary was read 
and heartily approved, for they 
surely worked hard to show every 
one a most wonderful time. 

A resolution of special thanks to 
the Louisville Local was also given 
for fulfilling in great measure the 
wonderful promises made for the 
convention delegates. 

Resolutions thanking all the trade 
journals and daily newspapers, the 
various speakers and the New Or- 
leans Local were also rendered. 


Mr. Kidston of New Orleans was 
also heartily thanked for his detailed 
explanation of the Quantity Survey 
Bureau which their association uses. 

In the afternoon the delegates and 
their friends assembled and were 
taken to the race track to witness 
the Sport of Kings. The weather 
wa; ideal and the boys especially 
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took keen delight in watching the 
thoroughbreds run. 

The delegates who were fortunate 
enough to have attended the conven- 
tion and to have partaken of the 
hospitality of Louisville were unani- 
mous in their praise for the men 
and ladies of the Louisville local. 

The convention was a 
from-every possible standpoint. The 


success 


‘attendance was the largest that has 


ever turned out, even surpassing 
that at Atlanta, Georgia, last year. 
We take off our hats to the men 
and women of Louisville who took 
part in providing that wonderful 
program of entertainment and busi- 
ness. 





Who Makes “Monarch” Copper 
Gutter Hanger? 
To AMERICAN ARTISAN: 

Will you kindly let me know who 
makes or sells the “Monarch” cop- 
per gutter hanger ? 

Thanking you, I am 

Very truly yours, 
Perer A. DEGNAN. 





Who Can Furnish Repairs 
for “Mybro” Furnace? 


To AMERICAN ARTISAN: 

Can you give us information as 
to where we can get repairs for the 
“Mybro” furnace, which was manu- 
factured by Myers Brothers of 
Canal Dover, Ohio? 

Yuurs very truly, 


Tue E C. Boorn Company. 


Wants to Know Who Makes 
Improved New Victor Stove 


To AMERICAN ARTISAN: 

Can you furnish us with the 
manufacturers name of the Im- 
proved New Victor Stove? 

Yours very truly, 
Stove DeALers Suppty CoMPANy. 





Who Manufactures “Grassmere” 
Lawn Mower? 
To AMERICAN ARTISAN: 

Can you inform me what firm 
manufactures the “Grassmere” 
lawn mower ? 

Very truly yours, 
RicuMOND BrRoTHers. 








Flower Pot Standards and Holders Can 
Be Made by Sheet Metal Artisan 


Details for One Type Pattern Are 
Shown in Accompanying Drawing 
Korue, Principal St. Louis Technical Institute 


By O. W. 


UITE a while ago A. J. 
O Bridges, Bedford, Iowa, asked 
for construction details on sheet 
metal flower baskets. Such fixtures 
are generally available in a depart- 
ment store or floral shop, but it is 
also an avenue of development by 
the sheet metal contractor. 

Such work is associated with art, 
and as a person has developed his 
finer sensibilities, it is largely a mat- 
ter of expressing one’s own taste in 
such things. Art is long, and, like 
time, it is fleeting; no doubt 1,000 
different men could give as many 
different designs, and possibly some 
give a dozen or more—to say noth- 
ing of the additions the women folks 
could make. 

So in this case I have copied a 
few designs that were roughly 
sketched out by the correspondent, 
and that may aid in arriving at the 
proper solution of your desires. In 
the first place, in Figure 1 we have a 
basket in which a flower pot is set, 
as the detail A shows. Such things 
can be made of galvanized iron and 
painted or made of copper and left 
to turn green. The handle can be 
made of folded strips, possibly % 
inch wide, and then twisted in a 
spiral shape like a helix. This is 
done by inserting one end in a vise, 
and with a pair of plyers on the 


other end, and then twist the strip — 


until the desired effect is produced. 
A chain can also be used, or several 
strands of wire can be banded to- 
gether and soldered at intervals. 
As far as the development of such 
problems is concerned, it is mostly 
straight work. A job of this kind 
can be made in numerous ways. The 
panel a, can be made of metal or of 
colored art glass in both the basket 
portion and the base, as the detail B 
and C illustrate. In designing the 
slope of the sides that must be made 
to govern every person’s own taste, 


as some like a pronounced slant, 
others a shallow slope, and at other 
times the position in which they are 
placed is the governing factor. It 
does not matter whether they are 
made square, pentagon, hexagon or 
octagon, and can be made any size. 

Pedestals are also a common thing 
in the home where flowers are kept 
over winter. These also can be 
made in an endless scheme of de- 
sign. 

At Figure 2, we show a comingly 


design, and it can be made square, 
as we show, or of more sides as de- 
sired. The main thing to effect is 
the design—to proportion the mem- 
bers and to work out a combination 
of members that loans grace and dig- 
nity toa home. The top can be pro- 
vided with a set in space, as our 
dotted lines show. This is prefer- 
ably round, and can be developed 
like any flaring vessel. It can be 
assembled to the pedestal, as per 
sectional detail D, where the upper 
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edge is soldered and the other joints 
are double seamed and soldered— 
since it is at times advisable to let 
water stand in this basin. This is 
also a good thing where steam heat 
is met with. 

The matter of developing the pat- 
tern is the same as that employed 
on any square gutter miter, where 
the line m-n is a 45 degree miter, 
and the full girth is picked from ele- 
vation and developed as shown. It 
is né doubt advisable to make the 
pedestal in several pieces, as the 
crown mould in one section—the 
standard in another, with the seam 
solder locker at one corner similar 
to D, and the base in another part. 
At B, we show the better way of 
making the base, so the metal will 
not spring, or the pedestal become 
lobsided. Such pans or steps can be 
made as at F and the one built on 
top of another—using as many steps 
as desired. 

All soldering should naturally be 
done on the inside, and all solder 
that flows on the exterior should be 
scraped off, since where art is met 
with—art must be applied. 


Unishear Company Brings Out 
New Model Machine 

The Unishear Company, 170 
Fifth Avenue, New York, N. Y., 
have perfected a new model ma- 
chine that will fill a long needed 








want in the sheet metal industry. It 
is called Model “O.” Its specifica- 
tions and functions are as follows: 
size 24x20x10, complete weight 195 
pounds; motor % h.p. General 
Electric inclosed in base will operate 
on any voltage or cycle. The throat 


is 15 inches with no limitation as to 
radius (circles from ™% inch in 
diameter can be cut). The lower 
blade is moveable, the upper blade 








Dealers Like This Are An 
Asset to the Trade. 
Let’s All Help Him 


To AMERICAN ARTISAN : 

I wrote you concerning can 
screws some time ago. Thank 
you very much for the infor- 
mation given me. 

If there is in the near future 
any possibility of some furnace 
salesmen calling on you, will 
you kindly give them my name 
with a request that they get in 
touch with me concerning a 
dealer's proposition? 

This town has for the last 30 
years been hampered by old 
methods of sheet metal work, 
never having an up-to-date 
shop here. I will appreciate 
any favors you may be able to 
show me in an effort to put 
sheet metal in its proper place 
with the other trades. 

If you have any sort of mail- 
ing list of products you think 
I would be interested in, put 
my name on it and send me 
statement for same. As I 
have to build from the ground 
up, you can imagine the diffi- 
culties I am encountering. 

Hoping you will give this 
your attention, I am 

Very truly yours, 
GarpDNER S. KINc, 
Huntingdon Sheet Metal 

Works. 

Huntingdon, Tennessee. 
May 20, 1926. 








is stationary and is controlled by 
lever for insertion at any point. Its 
cutting speed is 15 feet per minute 
and its capacity is 14 U. S. Gage 
sheet steel; 12 gage copper and 
softer materials in proportion. It 
will leave a smooth edge-burr-less. 
Due to the large throat corrugated 
metals can be cut without flatten- 
ing. One important feature of this 
machine is that the line of work to 
be followed is visible at all times. 
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The blades and housing are of steel 
and the base and throat of cast iron. 

This Model “O” is not to sup- 
plant the Unishear smaller model, 


i es _— 





Ne ee 


but due to the construction of Model 
“©” it will perform work not pos- 
sible with the older model. 

It is stated that in the construction 
of this machine the manufacturer 





has made every effort to overcome 
any possible chance of injury to the 
sheet metal worker. The accompany- 
ing illustrations give a vivid idea of 
the work that is accomplished by the 
Model “O” Unishear. 





Dates for Michigan Sheet 
Metal Outing at Coldwater, 
July 30 and 31. 


Secretary Frank E. Ederle of the 
Michigan Sheet Metal and Roofing 
Contractors’ Association has an- 
nounced the dates for the Associa- 
tion’s Annual Outing. The Outing 
this year will be held at Coldwater, 
Michigan, on July 30th and 3lst, 
and everybody is invited to come. 

Save these dates for a pleasant 
week end and drop Frank a note at 
1121 Franklin Street, S. E., Grand 
Rapids, Michigan, advising him how 
many will be in your party. 

Coldwater, Michigan, is the home 
of “Ros” Strong and he premises 
that his town will see that every- 
body has a good time. 








ee ee 


“ 





Pe a 


; 











50 AMERICAN ARTISAN AND HARDWARE RECORD 


pididshhbihibrsbbabeaaaa Lhdadadaa aaa SEO LLL OLPP OOO T, 











SANAARASAAAAAN 


yy 


I want to call the attention of my 
readers to a little publication that 
reached my desk this week. The 
name of this littke medium of news 
is The dir Washer, which is pub- 
lished at intermittant intervals now 
and then by the Hero Furnace Com- 
pany, Sycamore, Illinois. This little 
auxiliary mouthpiece of the Hero 
Furnace Company contains many in- 
teresting items of fact and humor, 
which will give any reader a pleas- 
ant and profitable half hour. 


ok * a 


Tuesday morning I was pleasant- 
ly surprised by a visit from A. H. 
and G, E. Robinson of The A. H. 
Robinson Company, Cleveland, and 
L. E. Colburn. 

I like to have the men in the trade 
drop in for a little chat. 

ee 


S. P. Moncrief, of Atlanta, 
Georgia, went to the Municipal 
Court the other day to look after 
the interests of one of his colored 
employees. 

The following conversation took 
place between the judge and the 
prisoner. 

“Where were you born?” 

“Memphis.” 

“And 
there?” 

“Yes, yo’ honah, ve’y often.” 


were you brought up 


*x* * * 


Here’s a little piece of news in the 
form of a will from which perhaps 
a moral lesson may be drawn. It 
is an excerpt from the will of a 
Wall Street man, which was pro- 
bated in the New York Courts: 

“To my wife, I leave her lover 
and the knowledge that I wasn’t the 
fool she thought I was. 

“To my son, I leave.the pleasure 
of earning a living. For 35 years 


he has thought that the pleasure was 
all mine. 


“To my daughter, I leave $100,- 
The only 


He was mistaken. 


000. She will need it. 


By Sidney Arno/so 


“The essence of humer is sensibility; warm, tender fellow- 
feeling with all forms of existence.”’—Curlyle. 
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good piece of business her husband 
ever did was to marry her. 

“To my valet, I leave the clothes 
that he has been stealing from me 
regularly for the past ten years. 
Also my fur coat that he wore last 
winter when I was in Palm Beach. 

“To my chauffeur, I leave my 
cars. He has almost ruined them 
and I want him to have the satis- 
faction of finishing the job. 


“To my partner, I leave the sug- 
gestion that he take some other 
clever man in with him at once if he 
expects to do any business.” 

2K ok ok 

According to Edward N. Stahler 
of the G. & S. Stove and Furnace 
Company, Chicago, who has been 
doing jury service recently, the fol- 
lowing incident occurred in a Chi- 
cago police court the other day: 

“Your wife says you have her 
terrorized.” 

“Honest, Judge 

“T do not ask you this in my offi- 
cial capacity, but as man to man. 
Do you understand ?” 

“Yes, your honor.” 

“What’s your secret ?” 

* ak ok 


” 





One morning recently while tak- 
ing breakfast E. C. Taylor, of Pre- 
mier Warm Air Heater Company, 
was unfortunate enough to be seated 
at the same table with an exceed- 
ingly fidgety and irritable person, 
who within two minutes of giving 
his order began to squirm and de- 
mand when he was going to get his 
food. 

“Waiter,” he demanded for about 
the fourth time, “where’s my chop?” 

“Tt’s on the grill, sir,” the waiter 
responded. “Will you have it now 
or wait until it’s done?” 

* * ok 


School boys are admonished to 
read the lives of great men, in order 
to get the proper mental attitude 
toward life. But reading the lives 
of great men to the exclusion of 
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other kinds of reading is apt to be- 
come somewhat tiresome. There- 
fore to my mind it is necessary to 
maintain a nice balance between 
frivolous and serious reading. 
Relating some of the facts in the 
lives of some of those great men 
before they became great often pro- 
vides a little harmless frivolity. 
There’s Travers Daniel; Jr., who 
represents R. J. Schwab & Son in 
the Michigan territory. Before 
Travers got to be a great salesman 
he was a court reporter. But that’s 
nothing against him. However, one 
day a long time before he became 2 
court reporter his mother was talk- 
ing to a neighbor, who had dropped 
in for an afternoon’s cup of coffee. 
“How’s your son getting on—the 
one who was such a c'ever ventrilo- 
quist ?” asked the neighbor. “Who, 
said Mrs. Daniel, “Oh, 
He’s now 
selling 


Travers?” 
he’s doing very nicely. 
employed in a bird shop 
parrots.” 


* * & 


I ran across one of those little 
gems of truth recently, which so 
aptly states an observation that 
many men are likely to overlook— 
their real purpose on earth. I am 
passing it along for what it is 
worth. 

What Is Success? 

Success, after all, must be meas- 
ured by growth, rather than by 
gain. Yet we are very apt to meas- 
ure our suecess by the scale of 
dollars and cents. Now, this would 
be all right if life and its work con- 
sisted of gaining a living or of 
amassing a fortune; but just as 
surely as this is made the main ob- 
ject of any man’s life, his real use- 
fulness in the world grows smaller 
and his chances for success grow 
less. If, on the other hand, he 
realizes that he is placed on earth 
with certain useful talents, and that 
his work is to develop these talents 
to the highest point of efficiency for 
the benefit of the world—the dollars 
and cents will take care of them- 
selves, and his rightful and suffi- 
cient share will come to him. Make 
“growth,” not “gain,” your watch- 
word, if you would succeed. 
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Contractor “A” Says There 
Is No Competition 


SHEET metal contractor, who has almost more 

business than his present equipment can handle, 
made this statement not long ago: “There is no compe- 
tition!” Now, that sheet metal contractor did not mean 
that he does not come into direct competition with other 
contractors in getting sheet metal and warm air heating 
system installation contracts—he surely does nothing 
else but. It would be preposterous to imagine a town of 
41,000 or more people with a lone sheet metal contractor 
to serve it. 

What this sheet metal contractor did mean was that 
he so conducts his business that competition does not 
worry him. He renders service and advertises that fact 
in every possible way. When there is no business to 
be had through the ordinary channels, he goes out and 
makes business for his shop. The business is always 
there; it is generally only a matter of going out and 
convincing the prospective customer that he should have 
a certain piece of work done. 

An example will illustrate why competition does not 
worry this contractor: Bids were called for on the 
roofing, guttering, downspouting and warm air heating 
plant on a new dwelling house of the upper middle- 
class type. This contractor submitted a bid on the en- 
tire job. When the job was let, he found that a “price” 
contractor had underbid him on the roofing, guttering 
and downspouting work by a considerable figure. The 
warm air furnace installation job went to him, however. 

The two contractors went to work on their respective 
jobs, completing them in due time. When the house 
was completed, the owner moved in. Contractor “A” 
was Johnnie on the spot to see that the furnace was 
properly fired and operated. He did not make one visit 
to the home, but several; in fact, even now he never 
allows a week to go by without dropping into see that 
everything is operating satisfactorily. 

During his visits, of course, he took particular pains 
to inspect the sheet metal work which contractor “B” 
had put on. He has not failed to notice that the nail 
holes have already begun to rust out on the flashings, 
because the cheap price at which the outside work was 
completed did not permit the contractor to remember 
that certain metals when brought together cause an elec- 
trolytic action to be set up, bringing on rust. 

Contractor “A” is saying nothing to the owner or any- 
one else about his observations, however. He is biding 
his time and when the home owner finally realizes that 
he has been misled on the roofing job, contractor “A” 
will step in, explain the whole situation to the home 
owner, showing him why his bid was what it was on the 
roofing job, as well as showing him why it was impos- 
sible to do a good job on the house at any less a figure. 


He will then put the job on right and his triumph over 
the home owner will be complete. 

That explains why he can afford to feel that there is 
no competition. He is sufficiently informed on the buy- 
ing power of the community in which he lives and does 
business to know that if all the contractors in that town 
did first-class work and worked as hard as they could 
at all times, they could not begin to keep pace with the 
demand. But when some of the contractors do “price” 
work, they are bound to come to grief. 

Contractor “A’s” only regret is that he cannot con- 
vince these “price” artists of the injury they are doing 
to the entire industry, as, of course, he knows that these 
men get many jobs upon which the work is not so 
evenly divided as in the case outlined and, therefore, he 
does not have the opportunity to explain to the customer 
why the roof went bad. This is something to think 
about. 








How Contractor Can Profit 
by National Advertising 


N LAST week’s issue of AMERICAN ARTISAN there is 
to be found a complete report of the proceedings of 
the meeting of the Metal Branch, held in Cincinnati. 


At this meeting a complete review of the steel industry 
from the manufacturer’s standpoint was had. The ad- 
dresses and informal talks given by the delegates present 
indicated most clearly and unmistakably that the mills are 
endeavoring to do all in their power to set and maintain 
a high standard of quality for their products. 


Their willingness to get behind the Master Brand 
Galvanized sheet is most encouraging. Their eagerness 
to back a national advertising campaign second to none 
leaves nothing to be desired by the sheet metal contractor. 


However, in view of all the work which the Sheet 
Steel Trade Extension Committee is doing for the good 
of the industry, it would seem that the least the sheet 
metal contractor, through whom the products must be 
distributed, can do is to put his business in order, paint 
up his shop front, take off his overalls and make himself 
ready to meet the demand. 


It is not the intention to create the impression that the 
Sheet Steel Trade Extension Committee is, by its tre- 
mendous work, going to lessen that of the sheet metal 
contractor. The individual contractor is going to have 
his hands full, because, in the final analysis, he is still 
the personal agent of the industry. Upon his success in 
convincing the public of the superiority of sheet metal 
will depend the ultimate success of the entire under- 
taking. After he has put his shop in order, the next job 
the contractor has is to digest a succession of convincing 
sales talks with which to persuade his prospects when 
the inquiries are made. 
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Is Factory Branch Selling a Benefit or 
Detriment to Warm Air Furnace 


Industry? 


Question Analyzed from Manufacturer, 
Installer and Home Owner Viewpoint 


By L. Y. McAnney, Sales Promotion Manager, Mueller Furnace Company 


HENEVER the_ question 

arises as to what the retail 
furnace installer and the furnace 
manufacturer selling through him 
can do to combat direct factory 
branch competition, I conclude that 
we are very much in the same pre- 
dicament as “the two Irishmen.” 

Pat and Mike set out one day to 
kill a wild cat and collect the bounty 
on its head. After stalking it for a 
time, the animal was finally treed, 
and Pat suggested that Mike climb 
up and shake it down. 

Mike presently dislodged the 
wild cat. Unfortunately he couldn’t 
control his aim, and the cat fell full 
on Pat, waiting below. Mike heard 
a terrific scuffle, and called out, 
“Hould him, Pat, ’til I get down.” 

“Never mind that,” says Pat, 
“come down and show me how to 
let go.” 

We've got our own wild cat of 
direct factory furnace installing, 
but we certainly haven’t yet learned 
how to shake it off. 

Here’s Hoping It’s Not an 
Eternal Triangle 

If we analyze anything as to its 
effect.on the industry, we must con- 
sider it from at least three view- 
points. We can _ perhaps best 
visualize it as a triangle, with the 
manufacturer at the apex, the retail 
installer as the right angle, and the 
home owner as the third angle. 
These three sides of the question 
must be considered if we are to 
answer this question—‘“Is the in- 
stallation of warm air furnaces 
through a direct factory branch a 
benefit or a detriment to the indus- 


try ?” 





*Address by L. Y. McAnney, Sales 


Promotion. Manager, L. J. Mueller 
Furnace Company, delivered before 
delegates to the convention of the 
National Association of Sheet Metal 
Contractors at Louisville, Kentucky. 


Furnace manufacturers divide 
themselves into two groups: those 
who. distribute through retail deal- 
ers and those who sell through fac- 
tory branch offices controlled by 
themselves. Let us first give our 
attention to the former. 

There are phases of this manu- 
facturer’s problems, an understand- 
ing of which may help the sheet 
metal contractor to determine his 
own course. To begin with, the 
manufacturer is confronted with 
the question of whether his product 
shall be one of quality, or one de- 
signed simply to sell at the lowest 
possible price—not an easy question 
to decide if one is familiar with 
conditions as they exist today in 
furnace distribution. Pride in a 
company’s name dictates a quality 
furnace, capable of delivering long 
years of comfort and service, with 
minimum fuel consumption. 

On the other hand, some who 
traffic in furnaces and insist that an 
estimate for an installation be as 
low as a beggar’s heels, are enough 
to make a manufacturer hesitate. 
Some manufacturers have taken the 
easier course, and make a furnace 
to sell-at what is pleasantly termed 
“a competitive price.” 

One of the menaces to the suc- 
cess of those who fight for the 
legitimate furnace industry is the 
speculative builder, whose one con- 
cern is to build a house as cheaply 
as possible and sell it for as much 
as the traffic will bear! The fur- 
nace, being located in the cellar and 
out of sight, completely concealed 
by its galvanized iron casing, is the 
equipment most easily and fre- 
quently skimped. 

Yet there are manufacturers, and 
I am proud to know one of them 
intimately, who believe the public is 


entitled to a quality product, hon- 
estly priced, designed to render a 
service, skillfully installed at a fig- 
ure that will enable the installer to 
meet any home owner on the street 
with his head up. 
Must Train Sales Force to 
Assist Retailer 

Next, this manufacturer must de- 
velop and train a sales force of men 
to serve the retailer. They must be 
men familiar with heating and 
ventilating; they must study the 
retailer’s problems and help him 
solve them. A portion of the manu- 
facturer’s profits must be invested 
in trade paper advertising, to keep 
always before the retail dealers he 
hopes to sell, his policies, his meth- 
ods and the essential superiorities of 
his product. 

If this manufacturer is alert to 
his responsibilities, he will maintain 
departments to create materials to 
help the dealer in the resale of his 
product. Engineering service, mar- 
ket surveys, direct mail promotional 
work, local newspaper advertising 
—and then selling methods, plans 
and more plans. It is a big re- 
sponsibility, yet one that is shoul- 
dered willingly by these who see the 
handwriting on the wall. 

What Relation Does Manu- 
facturer Bear to Public? 

Then there is the public to be 
considered. The manufacturer 
must, as he can afford, advertise to 
the home owner, to educate him on 
the advantages of warm air heating 
and on the merits of his own par- 
ticular line of furnaces. In doing 
so he seeks to “sell” the public on 
consulting his local dealer. In con- 
trast to the message broadcast by 
the direct factory branch, let me 
show you this advertisement we 
published in August, 1925, throw- 











May 29, 1926 


ing the spot light directly on the 
local dealer as the most logical and 
dependable person to consult for 
heating engineering. 
“Double Responsibility Pro- 
tects You” 


“When you buy a heating 
plant direct from a distant 
manufacturer you are dealin 
with an i not wit 
an individual. His local repre- 
sentative is here today and 
gone tomorrow; not a per- 
manent resident of your com- 


munity. 

“It’s different when you 
buy a Mueller Furnace from 
a Mueller Dealer. You are 


then protected by double re- 
sponsibility! The L. J. Muel- 
ler Furnace Company’s 
responsibility to their dealer, 
and the Dealer's direct per- 
sonal responsibility to you.” 


But what of the furnace itself— 
is it guaranteed? The manufac- 
turer does guarantee his product, 
against defects in workmanship and 
material. That is where his control 
ceases. But he dare not guarantee 
the installation, and that is what the 
home owner is entitled to and more 
and more insists‘ upon. 

Dealer, Too, Must Recognize 
His Responsibilities 

The manufacturer selling through 
dealers must combat those selling 
through their own factory branches, 
yet the critical, vital part of the fight 
is taken out of his hands. He may 
fight the dealer’s battles, by refusing 
to go direct. But will the dealer 
fight his battles, stand shoulder to 
shoulder with him, and make com- 
mon cause against those who are 
undermining them both? 

Another difficulty this manufac- 
turer confronts is that he must be 
content with the sales volume the 
sheet metal contractor is willing to 
give him. The retail dealer is the 
“neck of the bottle”; the extent of 
flow of the manufacturer’s goods 
depends entirely on the condition of 
that bottle neck. 

There are only two reasons that 
might prompt a furnace manufac- 
turer to sell direct. One is the re- 
striction of the bottle neck so as to 
hinder the free flow of goods to the 
consumer; the other is the desire 
for greater profits; the purpose to 
add to the manufacturer’s profit, the 
net retail profit above the cost of 
retail selling and installing. 


Now the question arises, “Has 
direct factory branch selling proved 
profitable? Can the manufacturer 
controlling every selling outlet for 
his product make money?” That 
question has obligingly been an- 
swered for us by the general man- 
ager of the Holland Furnace 
Company in his signed article in the 
March issue of System, The Maga- 
sine of Business: “Since 1907 when 
we started out with four salesmen 
and a small factory and did $37,000 
worth of business, our sales have 
grown to more than $14,000,000 a 
year.” 

Let’s look at that figure for a 
minute. Fourteen million dollars 
worth of furnace business by one 
company going direct. If we take 
20 per cent of that as the average 
retail profit, we see that in 1925 this 
one company has taken $2,800,000 
in profits out of your hands. Yes, 
and it is a well-known practice of 
this company to fight shy of new- 
house business and to concentrate 
its efforts on replacements. And on 
a replacement job the profit will 
always run higher than on a com- 
petitive-price new-house _ installa- 
tion. Perhaps 25 per cent is not too 
high to set that figure, or $3,500,- 
000. 

You remember the youngster who 
said to his grandfather, “Gran’pa, 
make a noise like a frog.” 

“What for, Tommy ?” 

“Why,” Tommy replied, “Dad 
says when you croak we'll get 
$5,000.” 

If Holland could only be per- 
suaded to “make a noise like a 
frog,” the retail furnace dealers of 
this country would bet $3,500,000. 

I am told this one company 
claims to install 50,000 out of a 
possible 350,000 furnaces annually, 
and the other manufacturers who 
have followed their example in 
opening direct factory branches 
probably do as much more. With 
62 furnace manufacturers in the 
United States dividing the re- 
mainder, do you wonder that manu- 
facturers look with envy at -the 
increasing direct’ branch volume? 
Who are some of them? Let me 
show you a few advertisements : 
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Cribben & Sexton Company, 
“Universal.” 

Western Furnace & Foundry 
Company, “Western.” 

The Beckwith Company, “Round 
Oak.” 

Marshall Furnace Company. 

Henry Furnace & Foundry Com- 
pany. 

Lennox and Gilt-Edge—going 
direct in Minneapolis and Saint 
Paul. 

Last year one of our Ohio sales- 
men was asked to accept a course of 
training toward the managership of 
a branch office for the Fox Furnace 
Company of Elyria, Ohio. He 
learned this company, latest addi- 
tion to the ranks of those deciding 
to sell direct, is opening some 42 
branches this year. At that time 
they were conducting training 
schools in Elyria and I believe in 
Pittsburgh, for branch managers. 


Illustrates Some Direct Sales 
Methods 


The number is growing, gentle- 
men. There must be some reason 
for it. 

How has the direct seller accom- 
plished this remarkable development 
and increase? Let us turn again to 
Mr. Landwehr’s article. During a 
period of unemployment, when 
building was at a stand-still, one 
Holland salesman sold unemployed 
workmen on the idea of using their 
time to dig basements under their 
homes and to install Holland fur- 
naces. His argument was, “If you 
stay in the house, you'll have a more 
comfortable place. If you have to 
sell you can sell to far better ad- 
vantage.” 

The article continues, “At one 
time in 1921 this salesman had 200 
unemployed workmen digging base- 
ments under their own houses and 
putting in new furnaces.” That is 
salesmanship ; it is analyzing one’s 
market; it is turning discourage- 
ment into profit! 

“Our sales,” writes Mr. Land- 
wehr, “are practically all made by 
house-to-house canvass.” Will you 
answer to yourselves, this question, 
“How many of my sales are made 
by house-to-house canvass?” There 
you have the solution. Holland 





es 
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finds prospects turn up on an aver- 
age of two prospects to every 20 
houses called on. Isn’t that per- 
sistence, that faith in oneself, in 


ones product, worth imitating? 


There is no difference in the men 
that cannot be overcome; there are 
better furnaces made than these that 
are sold direct—the difference that 
accounts for this immense sales vol- 
ume and staggering profit is one of 
Selling Methods. 


Direct factory branch selling of 


furnaces has been successful be- 
cause the men engaged in it are 
trained men—trained in laying out 
a furnace job, trained in heating 
and ventilating problems, trained in 
house to house canvassing and :ell- 
ing methods, and trained in install- 
code. 


ing furnaces according to 


Direct factory 


warm air furnaces has been profit- 


branch selling of 
able because a price is quoted that 
will cover all cost of materials, sell- 
ing expense, overhead, with a gen- 
‘rous margin of profit. 

When house to house canvassing 
has located an interested furnace 
prospect, the actual work begins. It 
may mean two or three calls before 
an appointment can be made when 
both the husband and the wife may 
be approached together. It usually 
is an evening appointment, when in- 
terest has been aroused and the 
ground work of the sale has been 
laid. 

The house is measured, room by 
room. The amount of exposed wall 
surface, of glass surface is calcu- 
lated. The height of the ceilings, 
the height of the doors, everything 
is taken into consideration which 
would guide a heating engineer in 
determining the size furnace for 
that home. Questions are asked as 
to the temperature desired in the 
living room, the bedrooms, the bath 
rooms and the other portions of the 
home. Perhaps a draft gaze is 
used to determine the draft in the 
chimney. Everything, in short, is 
done to impress the home owners 
with the 
knowledge of the man attempting to 
make that furnace sale. Then time 
is asked to prepare a proposal which 
will include everything in connec- 


thoroughness and _ the 


tion with the job, with an installa- 
tion designed to fit the requirements 
of the individual home. Moreover, 
every proposal is accompanied by a 
written guarantee that the installa- 
tion will be satisfactory and the fur- 
nace will heat that home comfort- 
ably in the most extreme weather. 


Now what has been the effect of 


direct selling of furnaces on the 
consumer, the home owner? lewer 
people today think of warm air as 
a “dirty system.” They have been 
more thoroughly educa‘ed on the 
value of convection, of heating 
home; by circulating throughout all 
connecting rooms 2 s'owly moving 
volume of warm, moist air. The 
number of complainis due to faulty 
installation is decreasiny, because 
direct branches guarantee their jobs, 
while there are still too many retail 
furnace dealers who believe they 
without 
For the 


can remain in business 
guaranteeing their work. 
same reason there are more owners 
of furnace heated homes who are 
satisfied and are telling their friends 
of their comfort and economy and 
what is more important, from whom 
the installation and its guarantee 
were bought. 
How Advertising Campaigns 
Have Been Conducted 
There has been another force 
educating the public besides the 
satisfactory installations made and 
that has been newspaper advertis- 
ing. In 1924 the Holland Furnace 
Company invested $165,000 in 
newspaper advertising alone, selling 
the warm air heating idea and the 
guarantee. 


Large campaigns, consisting of 
full page newspaper advertisements 
in the Sunday issues of the leading 
newspapers throughout the country, 
have been conducted by the Beck- 
with Company on the Round Oak 
Furnace, by Cribben & Sexton on 
the Universal furnace, by the L. J. 
Mueller Furnace Company, and 
other manufacturers as well. All 
this advertising, educating the peo- 
ple on warm air heating, is a splen- 
did background against which the 
shrewd retail furnace installer can 
stand out distinctly and to ad- 
vantage. 
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How Will Direct 
Affect Retailer? 


Now what of the specific effect of 
direct factory selling on the retail 


Selling 


dealer? I believe some of the things 
that have been brought out already 
have demonstrated that there is a 
situation against which the sheet 
metal contractor installing furnaces 
Those early 
who _ prairie- 


must arm himself. 


pioneer settlers, 
schoonered their way westward in 
our early days to wrest a home and 
a living from the uncleared 
stretches of virgin country, recog- 
nized one enemy against which they 
must maintain constant vigilance. 
Fire! 

In his clearing he had reared his 
crudely constructed home. Around 
it lay the earth in which he grew his 
grain, the food destined to keep life 
in his family throughout the coming 
winter. Should that clearing lie in 
the path of a forest fire it meant a 
desperate, heart-breaking fight or 
the complete loss of everything he 
had slowly wrested from the wilder- 
ness. Perhaps a deep, wide ditch 
wauld be plowed around the clear- 
ing at some distance, in the hope it 
would divert or stop the fire's 
hungry march. Certainly a backfire 
would be started so that when these 
two fires met one would defeat the 
other; there would be no timber or 
vegetation to feed the flames. Their 
surest defense was to fight fire with 
fire. 

Today there is a force, like this 
forest fire, threatening the little 
clearing of local business the retail 
furnace dealer has made for him- 
self. He lies directly in its path. 
The question is, “Will he profit by 
the experience of those pioneers 
who learned to fight fire with fire?” 
Only 15 ago the Holland 
Furnace Company commenced to 
open direct factory branches. To- 
day they say they maintain 513 of 
these branch offices engaged in the 
selling 
and installing of warm air furnaces. 

If you would start a backfire to 
protect your clearing of business, 
fight fire with fire. Use the same 
methods that have made these direct 
branch people successful. 


The day is past when “If a Man 


years 


house-to-house canvassing, 
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Builds a Good Mouse Trap the 
World Will Beat a Path to His 
Door.” There are only two ways of 
selling; either bring the people to 
your store or take your store to the 
people. Employ house-to-house 
salesmen. It has paid the Holland 
Furnace Company, it has paid the 
Real Silk Hosiery Mills, the Fuller 
Brush Company, shoe manufactur- 
ers, and retailers of automobiles, 
household labor saving appliances 
and what not. It will pay you. 

Advertise in your local news- 
paper. Prepare shert articles on 
warm air heating and ventilating, 
and have them inserted as news or 
special features in your local: papers 
for the publicity it will bring you. 
If you feel you are not equipped to 
do this, ask your manufacturer to 
prepare short articles for you. It is 
a service we gladly render Mueller 
dealers. Advertise your service and 
offer “engineered in” installations. 
Advertising, you know, like the 
flapper’s shoulder strap, must be 
kept up to do its work. 

Make your store an _ inviting 
place. Dress it up, to receive the 
public, just as you would dress up 
to go to the homes of the public. 
Have a good store location so that 
you will be accessible and easily 


found by those whose interest you . 


have aroused. Remember that for 
two cents Uncle Sam will make 
your calls for you, on any indi- 
viduals you select, when you, your- 
self, are too busy elsewhere. Use 
the mails to go directly into the 
home of those whom you know to 
be prespects. 
Make Your Installations 
Stand Test of Inspection 

Above all, let me urge that the 
successful way to combat direct sell- 
ing is to make every installation you 
put in capable of withstanding an 
impartial, but thorough investiga- 
tion by some outside heating and 
ventilating .engineer. There is a 
legal phrase, “Caveat Emptor,” 
which means “let the buyer be- 
ware.” In other words, he buys at 
his own risk. Gentlemen, that 
policy is a thing of the past in re- 
tail selling. Every job you install 
is talking about you from then on; 
when you put it in, you determine 
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what things it shall say of you, 
whether favorable or unfavorable. 
Today the wise dealer's motto is 
“Let the Seller Beware.” 

That brings to mind an advertise- 
ment inserted in a newspaper by the 
Commercial Sheet Metal Works of 
Seattle, Washington. The last 
words in that advertisement are 
these, “I will not install an under- 
sized furnace in any house. | guar- 
antee to heat the house if I install 
the plant. If for some reason I 
cannot guarantee it, | will not install 
it.” There is definite assurance to 
the prospective buyer that what he 
pays for he will receive. 


Let me cite one more example. 


In Milwaukee there is a furnace 
dealer whose experience will be of 
interest to you. 

In 1923 he was manager of a fac- 
tory branch in that city. He had 
learned their methods of installa- 
tion, he had been a solicitor going 
from house to house doing the sell- 
ing; he was made manager of the 
branch. In 1924 he and a former 
salesman decided to go into the fur- 
nace business for themselves as re- 
tail dealers. 

They took on the Mueller line. In 
1924 they installed 63 heating sys- 
tems. In 1925 they had struck their 
gait, and at the end of the year 
showed a total volume of 272 units 
installed. Thus far, in 1926, they 
have installed 40 jobs. This, in the 
face of a late spring when in the 
apartment houses heat is still being 
supplied. 

They have set their mark for 
1926 at 300 units and they will not 
be content with less. Everything 
the branch people have done, this 
man has applied to his local bus- 
iness. An interesting feature of 
this man’s methods is that he in- 
stalls on nine out of ten jobs the 
best type of furnace we make. 


This dealer installs the best type — 


of furnace on most of his jobs and 
consequently reaps a greater profit. 
He is not content to give away his 
discounts in order to meet price 
cuts, or the heart-breaking, ham- 
mering down process indulged in by 
some buyers of warm air furnaces. 
He goes after the replacement bus- 
iness almost exclusively, and when 


5 


vu 


he is asked to quote on a new house 
job, he gives his regular figure and 
will take it or leave it at that. He 
puts in every furnace as if it were 
going in his own home and then 
he does not hesitate to place an un- 
qualified guarantee on the work. Is 
it any wonder his business grows? 

Now, gentlemen, you have been 
very patient. We have tried to view 
this question from the position of 
the manufacturer, from the view- 
point of the retail dealer, and from 
the viewpoint of the home owner. 
Are we, then, in a position to an- 
swer the question of whether the 
sale of warm air furnaces through 
direct factory branches has proved 
a detriment or a benefit to the in- 
dustry ? 

One by one manufacturers have 
followed the lead of those going 
direct ; they have lost their faith in 
the dealer. We have not! Yet 
each year it becomes harder to reach 
the volume of business one should 
have, in the face of direct branch 
competition. Our eyes are focused 
sharply on the neck of the bottle ; in 
our minds is the question, “Will it 
widen, or gradually close?” On 
that question, and the answer lies in 
your hands, depends the future of 
the furnace industry. We said a 
while ago, that only two reasons 
might prompt a man to go direct— 
volume and profit. The manufac- 
turer's volume depends absolutely 
upon the local dealer, upon his 
ability to sell and to install as satis- 
factorily and as profitably as the 
direct branch. 

There is no question left as to the 
effect of this development on the 
local retail dealer. He and the 
manufacturer selling through him 
are shoulder to shoulder in a fight 
that concerns both vitally. Are you 
going to accept the close co-opera- 
tion of those manufacturers who 
are fighting your battles thrqugh 
market analysis and resale co-opera- 
tion, and by refusal to go direct? 
Gentlemen, we ourselves have nine 
branch offices in principal cities of 
the country. In 24 hours they could 
be converted to go direct to the con- 
sumer. Yet not one job is sold 
direct by any one of these nine 
branches. They are located in these 
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key cities in order to serve the trade 
more closely. Now come the inti- 
mate questions which only the 
dealer himself can answer, and 
which determine his future. 
Asks Retailers a Few Con- 
structive Questions 

Are you taking your business to 
the home when the home will not 
come to your business? Are you 
persistently following every pros- 
pect, before the radio dealer gets his 
money? Are you analyzing your 
market, making a survey of your 
towns, do you definitely know 
where the replacements are in your 
town for this year or next or the 
year after? 

There are ways of doing these 
things, and our company has 
offered them to its dealers. 

Direct factory selling has not yet 
benefited the retail dealer, except 
for two things: first, it has shown 
him the way to successful selling, 
and, second, it has contributed to his 
background of publicity and public 
education against which he may 
stand out in strong relief. The an- 
swer is simple; give the public pre- 
cisely what the direct factory 
branch gives them and you cannot 
lose. 

Do you remember that line from 
Col. John Mac Crae’s poem, “In 
Flander’s Fields” ? 

“To you, from falling hands 
We throw the torch; 
Be yours to hold it high.” 

It seems the challenge in this in- 
dustry is very clear.. The torch has 
been thrown to you—“‘Be yours to 
hold it high.” I do not care whose 
furnace you are selling, the point is, 
sell it. Put your shoulder with the 
manufacturer’s, confer with his 
salesman on your problems, and use 
the resale co-operation he gives you. 

From now on it is a joint fight; 
neither can successfully wage that 
fight alone. “To you, . . . we 
throw the torch; be yours to hold it 
high”; in your community you be 
the leader. Accept only those jobs 
you can guarantee, guarantee every 
job you accept; see that the public 
pays a fair price for a good installa- 
tion, and then give the public what 
it pays you for. The future of the 
industry lies in your hands. 


Its benefits you already share ; do 
these things, and what in the past 
has proved a detriment, you will 
turn to your permanent profit. 





“Clipper” Lawn Mower 


From H. H. Wilke, Horicon, Wis- 
consin. 


Can you tell us who makes the 
“Clipper” lawn mower? 
Ans.—Clipper Lawn Mower Com- 
pany, Dixon, Illinois. 
Weather Vanes 


From Christians Sheet Metal Works, 
Spencer, Iowa. 


We should like to know who 


makes weather vanes. 
Ans.—Milwaukee Corrugating 
Company, Milwaukee, Wisconsin ; 
Friedley-Voshardt Company, 733 
South Halsted Street, Chicago, IIli- 
nois ; Gerock Brothers Manufactur- 
ing Company, 1252 South Vande- 
venter Avenue, St. Louis, Missouri; 
L. F. Diddie Company, Marshfield, 
Wisconsin, and Klauer Manu factur- 
ing Company, Dubuque, Iowa. 
“Faultless” Malleable Steel Range 


From Schneider Hardware Company, 
Oconto, Wisconsin. 


Please inform us who makes the 
“Faultless” malleable steel range. 
Ans.—Faultless Stove Works, St. 
Charles, Illinois. 
“Okite” Radiator Cleaner 


From Christians Sheet Metal Works, 
Spencer, lowa. 


Kindly tell us who makes “Okite” 
used for boiling out radiators. 
Ans.—Oakley Chemical Com- 
pany, 410 North Michigan Avenue, 
Chicago, Illinois. 
Metal Lath. 


From Hansen Manufacturing Com- 
ny, East 18th and Raccoon Streets, 
es Moines, Iowa. 


Please give us the names of 
manufacturers of metal lath. 

Ans.—Milwaukee Corrugating 
Company, Milwaukee, Wisconsin ; 
Wheeling Corrugating Company, 
Wheeling, West Virginia; W. J. 
Burton Company, Detroit, Michi- 
gan ; Berger Brothers Company, 237 
Arch Street, Philadelphia, Pennsyl- 
vania; United Alloy Steel Corpora- 
tion, Canton, Ohio; Merchant & 
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Evans Company, Philadelphia, 
Pennsylvania; Joseph T. Ryerson 
and Son, 2558 West 16th Street, 
Chicago, Illinois. 

“Jiffy” Hole Cutter 


From Melzer Sheet Metal 
Appleton, Wisconsin. 


Can you tell us where the party 
by the name of Koch is located who 
makes a tool that will cut holes 7% 
and 8 inches. 

Ans.—Paul W. Koch, 19 South 
Wells Street, Chicago, is the party 
you refer to. However, their tool 
cuts holes not over 6 inches. 


Works, 


Subscriber Says AMERICAN 
ARTISAN Is Most Valuable 
Medium Published in Interests 
of Warm Air Furnace Industry. 


To AMERICAN ARTISAN: 

You will find my check attached, 
paying for another year’s subscrip- 
tion. 

AMERICAN ARTISAN, we believe, 
is the most valuable medium pub- 
lished in behalf of the warm air 
furnace industry and deserves high 
commendation. 

Yours truly, 
(Signed) R. J. Evans, 
Heating Engineer, 
Tue BeckwitH ComPANy. 
Bloomington, Illinois. 


Thanks American Artisan 
for Help in Selling Shears 


To AMERICAN ARTISAN: 

I have sold my squaring shears, 
B-72, as advertised in AMERICAN 
ARTISAN. 

I must thank you very much for 
the help you have given me for it 
was through your paper I sold it. 

Thanking you again, I am 

Very truly yours, 
Witiiam E,. WILLIAMs. 
Lime Springs, Iowa. 


Wants Repairs for “Wolverine” 
‘Oil Stove 
To AMERICAN ARTISAN: 

Can you advise us who formerly 


manufactured the Wolverine oil 
stove and if there is anyone now 
handling repair parts for it? 
Very truly yours, 
DuNnHAmM-Scott Company. 
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Western Warm Air Furnace & Supply 


Association to Draft City Ordinance 


Many Other Problems Solved Which Will Assist Installer in His 
Business—Mid-Year Meeting a Big Success from Standpoint of 


RELIABLE furnace rating 

formula as a reality, a model 
city ordinance giving the warm air 
furnace a place in the sun and a 
general business outlook survey 
were three of the outstanding fea- 
tures accomplished by the delegates 
at the opening session of the mid- 
year meeting of the Western Warm 
Air Furnace and Supply Associa- 
tion, held in Chicago May 21st and 
22nd. The meeting was held-in the 
Sherman Hotel. 

Just what the business outlook is 
for the coming year in the warm air 
heating industry and how the atti- 
tude of the public toward the indus- 
try is changing are very well 
summed up in the address of Presi- 
dent D. E. Cummings, which was 
short, pithy and to the point. This 
informal talk by President Cum- 
mings is quoted below: 

Informal Address of Presi- 
dent D. E. Cummings 

“We decided to hold our annual 
mid-year meeting somewhat earlier 
than usual this year, in order that 
various members could attend the 
National Association of Sheet Metal 
Contractors’ meeting at Louisville 
on same trip, and under the circum- 
stances it is very gratifying to see 
such a satisfactory attendance. 

“We in the Middle West have, as 
you know, experienced a very back- 
ward Spring and in some localities 
in particular building operations 
have been held back about thirty 
days or even more. 

“Others have encountered labor 
difficulties, but in the main we can 
look forward to a prosperous and 
satisfactory season in the warm air 
heating industry. This is due to 
several reasons, but the main one is 
that warm air heating has advanced 
rapidly in the estimation of archi- 
tects and home owners during the 


Accomplishment 
By Georce J. DuERR 


past six months or year and high- 
class installations costing from 
$275.00 to $350.00 are now common 
instead of unusual. 

“Just recently an acquaintance of 
mine, who is erecting a $3,000.00 
home on the North Shore, notified 
me that after careful investigation 
he had decided to heat his building 





John H. Hussie, Secretary 


with warm air and asked for engi- 
neering advice on a_ high-class 
installation, which, completely erect- 
ed, would represent an outlay of 
more than cost of ordinary vapor or 
hot water apparatus. He stated that 
his final decision was reached after 
conference with his architect, who 


reported that warm air heating was - 


now on a high plane, due to con- 
structive association work and pro- 
gram of education sponsored by all 
active members. 

“This condition is general in all 
parts of the United States and, no 
doubt, our own association is re- 
sponsible for a great deal of the 
flattering activity through conceiv- 
ing and nurturing the Standard 
Code in the days of its infancy. 


The excellent research work the Na- 
tional Warm Air Heating and 
Ventilating Association is carrying 
on at Urbana is also one of the con- 
tributing factors, but more than 
that the individual efforts of all the 
members of the several organiza- 
tions. 

Advancement in Industry 
Shown in Competitors’ 
Attitude 

“You may be interested in learn- 
ing that in several metropolitan 
cities a number of steam fitting con- 
tractors’ local associations recently 
had determined discussions on the 
astonishing popularity of warm air 
heating plants, and have seriously 
considered adopting warm air 
equipment as part of their line as 
general heating contractors. You 
all know the opinion these same 
contractors held of warm air heating 
a few years ago, and the change of 
heart is most convincing evidence of 
advancement of our industry. 

“The good work accomplished 
has been due to unselfish association 
endeavor and assistance of progres- 
sive installers and engineers who are 
willing to recognize and applaud 
merit wherever and whenever they 
find it. 

“We still have many conditions to 
correct and important things to ac- 
complish, but it is our duty to carry 
on with vigor both as an association 
and individuals and constantly im- 
prove the status of the activity we 
are engaged in. 

“T am not going to elaborate, as 
we have many interesting matters 
up for discussion this morning and 
our time is limited, but in conclu- 
sion want to thank all of you for 
this opportunity of briefly outlining 
the progress that has been made 
and assure you that it is indeed a 
great pleasure to function as an 
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executive offcer for an enthusiastic 
and vigorous organization such as 
the Western Warm Air Furnace 
and Supply Association is.” 

Among the communications read 
was a letter from R. B. Strong, ex- 
pressing regret at his inability to 
be present at the meeting. Mr. 
Strong is still convalescing after un- 
dergoing an operation for appendi- 
citis. 

A communication was also read 
from E. 
gretted his inability to be at the 


A. Scott, who also re- 


meeting. 
Pressing business elsewhere on 
the days of the meeting caused the 
absence of George Harms, who sig- 
nified his regrets, also reporting at 
the same time that the Code and 
Rating 
done nothing so far. 


l‘urnace Committee had 
The commit- 
tee is waiting for more definite data 
from the University of Illinois. 
Following the reading of the com- 
munications, the Secretary’s report 
was given. The esteemed Secre- 
tary, John H. Hussie, is still con- 
fined to his bed. He was, however, 
Mrs. John H. 


Hussie, a lady of unusual grace and 


represented by 


charm, whose delightful personality 
gave the meeting an added distinc- 
tion. The report of the Secretary 
as read by Mrs. Hussie is given 
immediately hereinafter. 
Report, Secretary John H. 
Hussie 

The report of the activities of 
the secretary's office of the ordinary 
association are so nearly routine 
that | sometimes think one report 
would do for all meetings. 

The outstanding feature at this 
time, however, is the greatly in- 
creased 


correspondence as com- 


pared with like period of other 
years. In analyzing this, I find 
that this is due almost entirely to 
the rapidly growing interest in the 
Standard Furnace Code. During 
the first year of the existence of the 
Code, the 


copies were comparatively few, but 


inquiries for sample 
this has gradually expanded until 
at present the demand is steady and 
widespread, coming. as it does, 
from the Atlantic to the 


and from Canada to the Gulf. 


Pacific 


Quite a few inquiries are re- 


ceived from cities asking for a 


sample ordinance to assist them in 


preparing an ordinance to take be- 
fore their City Councils. In such 
cases, the best I can do is to send 
them a copy of the Omaha ordi- 
nance, but it would be much better 
if we had one bearing the stamp of 
approval of all of the associations 
that have approved of the Standard 
Code. 

I am informed that A. P. Lam- 
neck, Chairman of the Legislative 
Committee of the National Warm 
Air Heating and Ventilating Asso- 


John B. Fehlig, Treasurer 


ciation, is now working on such a 
Standard Ordinance and | strongly 
recommend that our association co- 
operate heartily with Mr. Lam- 
neck’s Committee to the end that 
very soon your secretary will have 
something authoritative to mail to 
those requiring assistance. This 
help is needed right now and the 
work should be rushed. 

In response to all inquiries for 
the Code reaching my office, sam- 
ples are mailed at once, together 
with a short letter of explanation 
and encouragement. The extraordi- 
nary interest now being taken in the 
Code cannot fail to be very satisfy- 
ing to this association, coming as it 
does in response to years of un- 
selfish work on the part of your 
meinbers. 

In this respect, too much praise 


cannot be given our Trade Papers, 
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who have given so much space and 
many splendid editorials to the 
cause, and we may hope that they 
will continue the good work until 
all furnace installers are converted 
to the use of the Code. 


Recent experiments at the Uni- 
versity of Illinois show that there 
is much work still to be done by the 
Joint Code Committee and it is 
advisable that our association keep 
very closely in touch with the 
progress of this work to the end 
that any changes may be construc- 
tive and, if possibie, final. 

In closing, | desire to urge upon 
“ach member that this is His Asso- 
ciation and that it is possible for 
him to make it stronger and better 
every day, in which effort the 
Secretary is always glad to assist. 

The Treasurer’s report, which 
showed the financial condition of 
the association to be excelient, was 
made by the Treasurer, John B. 
Fehlig. 

Arny Says Dealer Must In- 
stall According to Code 

L. Wayne Arny, Director of 
Public Relations of the National 
Warm Air Heating and Ventilating 
Association, was the speaker of the 
morning. His address was entitled 
“Next Year in the Furnace Indus- 
try.” It followed immediately after 
Treasurer Fehlig had heard his 
name sung in praise for the efficient 
in which he kept the 
organization in 


manner 
finances of the 
shape. 

At the outset 
stantiated what 
mings had said earlier in the session 


Mr. Arny sub- 
President Cum- 


about the bright prospects for the 
future and the change in the atti- 
tude of architects and _ builders 
toward the warm air heating sys- 
tem which is now taking place. 

Before Mr. Arny went further 
into the reasons why he thinks pros- 
perity is ahead for the industry, he 
made a report of the Code Commit- 
tee for Arthur P. Lamneck, whose 
presence in Montreal, Canada, pre- 
vented him from reporting in per- 
son. 

In Mr. Lamneck’s report was em- 
bodied a suggested furnace ordi- 
nance, which the committee is now 
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in the process of whipping into 
shape. It was Mr. Lamneck’s 
opinion that Section 7 of the Minne- 
apolis Code, applying to the furnace 
capacities, was exceptionally good. 
How that code disposed of the fur- 
nace rating requirement can be 
learned by referring to page 31 of 
AMERICAN ARTISAN for April 24. 

The presentation of Mr. Lam- 
neck’s report was followed by a 
statement by Mr. Arny that Mr. 
Williams had found it necessary to 
leave Chicago the night previous to 
the meeting, a necessity which gave 
him much regret. 

Mr. Arny entered into the dis- 
cussion of the warm air furnace in- 
dustry outlook for next year. He 
substantiated everything that Presi- 
dent Cummings had said at the open- 
ing of the meeting and added a great 
deal more, all of which proved that 
the future of the warm air heating 
industry has much to look forward 
to during the coming year. 

Mr. Arny spoke of having attend- 
ed a meeting at Portland, Maine, of 
100 furnace dealers from all parts 
of the New Eng’and states during 
the ten days previous to the meeting 
of the Western Association. It was 
here that Mr. Arny saw a pro- 
nounced change in the attitude to 
the warm air heating system on the 
part of architects and builders. He 
also attended a meeting of archi- 
tects in the New England states and 
in a very short time convinced a big 
home builder of the possibilities in 
the warm air system as the best pos- 
sible system for the heating of 
private residences. From this ex- 
perience he drew the conclusion that 
if the dealers all over the country 
would get out and really work and 
work hard, they would have no 
difficulty in making as many sa'es 
of warm vir heating systems as they 
are able to install. 

He said the men in Portland 
were finding it just as easy to sell 
$800 and $1,000 jobs as it is to sell 
the cheaper jobs, and these men are 
doing that very thing right along. 

From this discussion Mr. Arny 
went on to the description of the 
work which the National Warm Air 
Heaing and Ventiliting Associa- 
tion is doing in the way of a sisting 





Arthur Weichert and Martin 
Armstrong 


the dealer to get greater business. 
He said that the problem which was 
confronting the association at the 
present time was how to handle the 
problem of educating the dealer to 
build a better organization for him- 
self. He said that everyone realized 
at the outset that the first thing that 
must be done is to list all of the fur- 
nace installers in the country and 
classify them according to their 
merit. It is estimated that there are 
about 25,000 warm air furnace in- 
stallers in the country today. The 
National Warm Air Heating and 
Ventilating Association has a list 
now consisting of about 19,375. 
“Six per cent of these,” Mr. Arny 
said, “are not entirely sold on warm 
air heating. They have the attitude 
that a warm air heating system is 
the best system for the person who 
has not the money to pay for the 
installation of a steam or hot water 
system.” 

Another four per cent of those 
listed by the National have never 
heard of the Standard Furnace 
Code, although to date 350,000 
copies of this code have been dis- 
tributed throughout the country. 

It is roughly estimated that there 
are fifteen per cent of the total 
number of the warm air furnace 
installers in the country today who 
are working against the industry 
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either by their lukewarm attitude or 
by their refusal to conform to code 
practices and also by their unwill- 
ingness to put their own businesses 
in order. 
Are You One of the Installers 
on This List 

Mr. Arny spoke of a very select 
list of furnace installers which he 
has in his office. This list counts 
about 6,000 furnace installers who 
are proved to be in the Class A 
group. They have shown them- 
selves eligible to be on this list by 
installing according to the Standard 
Code and sell their furnaces only 
on a quality basis, which means that 
they get a good price for every job 
installed. There are 1,242 warm 
air furnace installers who have 
signed the Code Pledge Card, and 
more are coming in daily. 

As a means of getting a more ac- 
curate check on just who is who in 
the warm air furnace installation 
end of the business, Mr. Arny sug- 
gested that each and every manu- 
facturer send in a list of his furnace 
dealers. These lists are then 
checked against the Code Pledge 
Card list and returned to the manu- 
facturer. In this way it will be an 
easy matter to find out who is who 
and also to weed out the dead wood, 
because after all it is felt that if an 
installer is not sufficiently interested 
in the industry out of which he 
hopes to make his fortune to want 
to conform to the best practices of 
that industry, he is not a desirable 
member of the family. This being 
the case, it will be a very easy 
matter to steer around him when 
the farming out of inquiries begins 
after the national advertising cam- 
paign gets under way. 

Every dealer owes it to himself to 
signify his willingness to help the 


industry by signifying his desire to 


install according to the Standard 
Furnace Code. As an installer, could 
you stand. up before Mr. Arny in 
person and say that you would not 
want to use the Standard Furnace 
Code after that Code is proved to 
you to be the salvation of the entire 
industry? Not if you have any 
ideals or principles of right and 
wrong and fair play. 

With a final appeal for the co- 
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operation of everyone in the indus- 
try in the great work which is now 
going on, Mr. Arny closed his ad- 
dress with the remark that “Next 
year is to be a big year in the fur- 
nace industry if we make it so.” 
Classify Installers Into Four 
Divisions 

E. B. Langenberg, President of 
the National Warm Air Heating 
and Ventilating Association, was 
present at the first day’s session. He 
was called upon for a few remarks. 
In speaking of the dealer education 
problem, Mr. Langenberg said in ef- 
fect that they were out to make the 
warm air heating proposition so at- 
tractive to the warm air furnace in- 
staller that they would drop all side 
lines and get into it with both feet. 


He said that the furnace install- 
ers as a whole would have to be 
classified into four distinct groups— 
the A, B, Cand Dmen. That done 
the associations should concentrate 
their efforts upon bringing the B 
men up into the A class, the C men 
up into the B class and then weed- 
ing out all D men who are either in- 
capable of or unwilling to conform 
to practices which are recognized to 
be the only basis upon which the in- 
dustry can be put upon a higher 
plane than it has so far enjoyed. 
The work is going steadily forward, 
and all furnace installers who think 
anything of the industry at all will 
immediately appreciate the necessity 
of changing their ways or seeking 
other means of finding a livelihood. 

President Langenberg spoke again 
in the afternoon. At this time he 
illustrated the method of rating fur- 
naces known as Professor Willard’s 
method on a_ blackboard. He 
showed how the furnace ratings now 
used by the manufacturer compared 
with the method of rating them used 
by Professor Willard. The furnace 
installer can look for something 
definite of this nature in the new 
catalogs which the manufacturers 
will issue in the very near future. 

What Occurred at the After- 
noon Session 

The first speaker of the afternoon 
was G. C. Carnahan, of the Peoples 
Gas Light and Coke Company, Chi- 
cago, and the title of his address was 


“The Application of Gas to Warm 
Air Heating.” 

At the outset Mr. Carnahan spoke 
of some of the unpleasant situations 
he had found in his attempts to put 
gas into the warm air furnace. 
Among the most flagrant of these 
violations of good practice was the 
failure of the installer to provide 
sufficient cold air for good circula- 
tion. In some cases the provision 
for cold air return was omitted en- 
tirely, while in others it had been 
given very little consideration. This 
condition had led Mr. Carnahan to 
the conclusion that warm air heat- 








Furnace Installer: A com- 
mittee has been appointed by 
the Western Warm Air Fur- 
nace and Supply Association 
and empowered to draw up an 
ordinance for use by the cities. 
This ordinance will be a model 
of perfection which can be pre- 
sented to any city counsel for 
adoption. It will be as strong 
as if not stronger than the 
Standard Furnace Code. This 
ordinance will be ready for use 
within a very short time. The 
drafting of this ordinance is 
entirely independent of any- 
thing similar being done by the 
National Warm Air Heating 
and Ventilating Association. 
It will be published in AmMERI- 
CAN ARTISAN as soon as it is 
ready. Watch for it! 








ing in Chicago is not now on a plane 
with hot water or steam. The warm 
air furnace installers do not seem to 
have the knowledge necessary to put 
in the plant in the proper manner. 
In many instances the warm air 
heating system had to be taken out 
entirely and replaced anew. 

Mr. Carnahan was of the opinion 
that this condition was temporary 
and soon be changed. He said that 
the company which he represents 
will use the warm air heating sys- 
tem for the reason that it is lower in 
first cost, the humidity attainment 
is better and the system is therefore 
better from a health standpoint than 
other systems, it gives more space in 
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the rooms because of the absence of 
radiators. It was Mr. Carnahan’s 
own opinion that the job of heating 
can be done at less cost with a warm 
air heating system than the same job 
can be done with steam. 

His experience and observation 
have led him to believe that it is im- 
practical to convert a coal-burning 
warm air furnace into a gas-burning 
furnace. He revealed the fact that 
with a furnace designed to burn gas 
they were getting as high as 80 per 
cent bonnet efficiencies, but that it is 
more costly to run the furnace with 
manufactured gas than it is to run 
the same furnace with natural gas. 

Another point on which Mr. Car- 
nahan laid particular stress was the 
fact that the draft conditions must 
be good. He also said that thermo- 
static control is absolutely necessary 
in order to run the furnace economi- 
cally when fired with gas. The cus- 
tomer is sold on service, and where 
there is no thermostatic control 
there would be little saving in labor 
in connection with the operation of 
the furnace, as the operator would 
be compelled to run up and down 
stairs almost as much with gas as 
with the coal-fired furnace. The 
price quoted for heating system al- 
ways includes the thermostatic con- 
trol; no installations are made on 
any other basis. 

In regard to the cost of operation 
of the gas-fired furnace, Mr, Carna- 
han stated that this was generally 
computed on a cost per room per 
season basis ; this method makes the 
figures sound less large to the cus- 
tomer. A conservative estimate is 
from $40 to $50 per room per sea- 
son. 

So far the field of operation of 
the company is confined to the 
upper middle class of society; that 
is, those people who have homes 
costing from $15,000 to $25,000. 
There is, however, a definite trend 
toward the capture of the upper 
brackets and the selling argument 
which has the greatest appeal is the 
uniformity of temperature to be had 
with this type of heating system. 

The subject of insulation was also 
given much consideration by Mr. 
Carnahan. He said that the use of 
a good insulating material had been 
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found to cut the cost of coal by 40 
per cent. At this point he devised 
a little formula which gives the 
reader a pretty definite idea of the 
cost of heating with gas. He said 
that the cost of heating an ordinary 
house with coal is equal to. the cost 
of heating it with gas after it had 
been insulated with some good cork 
insulator. He was very much in 
favor of placing storm windows on 
the house. This practice, he said, 
permits higher humidities, a fact 
which, of course, is known to 
almost every man in the furnace 
industry. 

The outcome of gas heating with 
warm air amounts to this: that the 
manufacturer must develop a fur- 
nace to burn gas. He said that the 
gas company is not interested in 
marketing the system as such; the 
company is only interested in in- 
creasing the consumption of gas and 
thereby to create a steady income. 

At this juncture in fhe proceed- 
ings a telegram was received from 
Secretary John H. Hussie. It was 
read by Mrs. Hussie, acting secre- 
tary, and it said “Getting along 
fine.” This was followed by ap- 
plause. 

Mr. Langenberg then came in 
with his explanation on the fur- 
nace rating of Professor Willard. 

R. C. Walker had considerable to 
say about a school for furnace deal- 
ers such as the one outlined by W. 
E. Lamneck in AMERICAN ARTISAN 
a short time ago. ‘He said that the 
warm air furnace installers were 
up against a triple proposition ; that 
is, they were in their businesses 
compelled to sell the system, install 
it and then conduct their business. 
He said that only a few of them 
were capable of doing all three of 
these things well. A man may be a 
good salesman and be not so good 
in the other two things. He may be 
a good mechanic, but have no sales 
ability or business acumen, and for 
that reason is not able to make a 
go of his business. The object 
of the school, therefore, would be to 
assist the installer in learning the 
things in which he was deficient. 

A committee of three was to be 
appointed. This committee should 
consist of one sales expert, one in- 


stallation expert, and one expert in 
business management. Appointed 
on this committee were George 
Harms, Fred Nesbit and John H. 
Hussie. 

In commenting on this work, Mr. 
Walker said that in St. Louis 
furnace demonstrations were being 
put on in all of the schools. He 
said that in all there were 27 uni- 


versities all over the world devoting. 


time to the study of heating. 

Mr. Walker suggested that such 
a school could probably be conduct- 
ed by correspondence, and that it 
might also be possible to conduct a 
10-day course in these subjects just 
prior to the meetings of the West- 
ern Warm Air Furnace and Supply 
Association, with lectures on the 
conduct of the heating business. 

It was Mr. Walker’s opinion that 
the responsibility rests with the 
manufacturers to assist the in- 
stallers in every way possible to get 
them to be better business men. He 
thought that the dealers would re- 
spond to the extent of at least 50 
per cent if some such plan were 
worked out for their benefit. Mr. 
Walker cited two instances of 
where this very thing was being 
done by the manufacturer with very 
good results. Mr. Armstrong sup- 
ported Mr. Walker in this. 

Mr. Arny was of the opinion that 
the salesmen’s needs should also be 
given some consideration. He said 
he thought that the salesmen in a 
great many cases were interested 
more in the immediate sale than in 
helping the installer with his bus- 
iness. 

Mr. Carter told of the good re- 
sults being obtained in the Chicago 
school, while Mr. Menk was of the 
opinion that such a department 
could very easily be handled by 
correspondence. 

Fred Nesbit spoke of the need 
for a text book in the industry as a 
standard of teaching. He said that 
there is now no such book. Mr. 
Arny spoke of one manufacturer 
who had prepared four books. 
This manufacturer has 128 dealers. 
When confronted with the proposi- 
tion of taking these books and 
studying them, 45 of these 128 
agreed to do so and to install cost 
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accounting systems, but a_ final 
showdown proved that out of these 
45 who had agreed to do so only 
eight lived up to their agreement. 

Occurrences During the Friday 

Morning Session 

The initial report of the Friday 
morning session was that of the 
Publicity Committee, made by R. C. 
Walker, chairman. Mr. Walker 
made a suggestion that the trade 
journals by means of sarcastic 
articles arouse the furnace install- 
ers out of their lethargy. He 
thought it would be a good idea for 
the trade journals to publish stories 
and pictures showing how impossi- 
ble it is to get a customer into some 
of the dirty shops now in existence. 
He said that he had no report to 
make in view of the fact that so 
many of the things which could be 
done by the Western Association 
were already being done by the Na- 
tional. He begged the assembly to 
fire the committee. Upon motion 
by Mr. Nesbit, this was done. 

This committee was reappointed 
on motion of Mr. Menk, with 
definite instructions to formulate a 
policy of publicity for the associa- 
tion independent of the National. 

A very interesting address was 
presented to the delegates by Mr. 
B. K. Eaton of the Winslow Boiler 
and Engineering Company. The 
subject of Mr. Eaton’s talk was 
“Is Oil Burning Equipment in Fur- 
naces a Success?” 

At the outset Mr. Eaton stated 
that there were 155 different styles 
of furnaces and boilers and from 
this it is seen that the adapting of 
an oil burner to each one of these 
types is a big job. The problem of 
handling combustion gases requires 
a high standard of installation, Mr. 
Eaton opined. The gas tightness of 
the furnace and the necessity of 
providing a good draft were among 
the points stressed by Mr. Eaton as 
absolutely necessary to the efficient 
operation of an oil-burning furnace. 
Mr. Eaton said that not sufficient 
attention is being paid to draft by 
architects and builders. He cited 
several instances of poor chimneys 
and the resulfs obtained; needless 
to say these results were not encour- 
aging. If the draft is right and the 
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furnace is tight there is no problem 
was the manner in which Mr. Eaton 
epitomized his remarks. The need 
for the correct size burner for the 
furnace was also a point which 
must be closely watched, and to 
meet this problem the company 
which Mr. represents has 
designed 13 


Eaton 
different sizes of 
burners. 

In closing his remarks, Mr. 
Eaton said that if the Secretary 
would mail him 600 copies of the 
Standard Furnace Code, he would 
guarantee distribution of these 
copies to the dealers of the company 
with suitable explanations. 

A committee was appointed, con- 
sisting of Fred Nesbit, John Hussie 
and George Harms, to investigate 
the possibilities of getting out a text 
book on furnace heating. This 
committee was appointed on motion 
1f Harvey Manny. 

The Standardization Committee 
in reporting wanted to know what is 
to be done in the way of stand- 
ardization. Fred Nesbit, chairman 
of the committee, was of the 
opinion that the standardization of 
registers cannot be done. Upon a 
suggestion of Mr. Nesbit, the Sec- 
retary was instructed to ask for 
suggestions on possible standardiza- 
tion. 

During the morning session, Mr. 
Symonds, in reporting for the 
Membership Committee of which 
he is chairman, reported the addi- 
tion of a new member, namely, the 
Western Steel Products Company, 
represented by Robert J. Wilson. 
The Armstrong Furnace Company 
was also made a member. 

Mr. Menk asked for suggestions 
on how to go about getting new 
members—he thought the associa- 
tion was not doing enough that was 
outstanding and thereby attracting 
new members into the organization. 

Mr. Symonds commended the 
officers for their good work with 
the Membership Committee. 

Mr. Nesbit was of the opinion 
that the Western Warm Air Fur- 
nace and Supply Association should 
perfect an ordinance for cities that 
will be as strong if not stronger 
than the Standard Furnace Code. 
He stated further that the commit- 


tee should be given power, by mo- 
tion, to go ahead and draft an 
The motion passed by 
unanimous approval. And it is 


ordinance. 


hoped within the next few weeks 
to have an ordinance ready for the 
various 


furnace installer in the 
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cities. 

The Secretary was instructed to 
print a supply of the uniform con- 
tract blanks for use by the furnace 
installer. This form appeared in 
AMERICAN ARTISAN under date of 
December 5, 1925. 


Warm Air Furnace Committee 
Condemns Guarantees Covering 
Life of Furnace* 


Special Urge Made to Get Pledge Cards Signed— 
Good Salesmanship to Overcome Price Competition 


WENTY years from now looks 

like a long time, but when one 
looks back twenty years it seems but 
a short time ago. And yet, it has 
been during the past twenty years 
that the most rapid growth of heat- 
ing in all its phases has been made. 
In fact, more has been accomplished 
during this time than for the previ- 
ous hundred years. 

When the first warm air furnace 
committee was established as one 
of the standing committees of this 
organization, little did they realize 
the influence that this particular 
committee would have on this asso- 
ciation and the development of 
warm air heating. Year after year 
this committee has reported on this 
subject and if you will go back in 
the records you will find that there 
has been a consistent policy of 
progressiveness embodied in every 
report. Criticisms have been made, 
but for the purpose of correction. 
Recommendations have been sub- 
mitted which as a whole have been 
approved and adopted by the mem- 
bers of this organization and by 
many other furnace installers not 
members of this organization. 


A great many of you remember 
the early efforts that were made to 
establish a set of principles govern- 
ing installation of a warm air fur- 
nace and how intensely interested 
every one was and you can also re- 
member the many resolutions that 


*Report of the Warm Air Furnace 
Committee of the National Association 
of Sheet Metal Contractors made at the 
Louisville convention by E. B. Langen- 
berg, Chairman. 


were adopted. All this had its influ- 
ence which lead up to a consolida- 
tion of effort which finally resulted 
in the establishment of a Joint Code 
repre- 


Committee, consisting of 


E. B. Langenberg 


sentatives of the engineers, manu- 
facturers and installers. The his- 
tory of the adoption of the Standard 
Code in its final form is an epic in 
the heating industry and is positive 
proof that when an organization or 
a business or a corporation or an in- 
dividual, sets out with a will to ac- 
complish something worth while for 
humanity and itself, that results will 
be achieved when the effort is con- 
tinuous and the actors persistent. 
We are realizing today on the plans 
and efforts of earlier committees 
and we have actually out-done many 
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of the things that were considered 
“dreams” twenty years ago. 


Research Work Is’ Speaking 
for Itself 


There are three things today that 
are so inter-mingled and so closely 
related that really any one can be 
considered without the other two. 
They are: First, Research Work; 
second, the Standard Code, and 
third, Codperation. 

The research work speaks for it- 
self and the reports of the research 
laboratory from the University of 
Illinois, are so important that every 
furnace installer either in or out of 
this organization should by all means 
secure copies of the reports in bul- 
letin form and by becoming associ- 
ate members of the National Warm 
Air Heating and Ventilating Asso- 
ciation, keep in touch with the re- 
search program and educational fea- 
tures of that association. A nomi- 
nal charge of $10.00 per year has 
been established as the cost of this 
associate membership and was cre- 
ated for the benefit of the furnace 
installers so as to secure their inter- 
est in the work being done and util- 
ize the findings in their installation 
business. Manufacturers have car- 
ried on this work since 1918 at a 
very heavy expense and the results 
of their work are being given to the 
world, without cost. Should the in- 
staller fail to make use of this re- 
search work, then the money spent 
cannot be considered as an invest- 
ment for the use of the installer, 
and an opportunity will be over- 
looked by us as installers. Further- 
‘more, should this opportunity be 
neglected by the dealer, there is al- 
most a certain probability that a new 
method of distribution will be es- 
tablished which will ignore the deal- 
er as not being entitled to considera- 
tion. A more concentrated and 
energetic campaign should be car- 
ried on through the members of this 
organization and this committee 
recommends that a section of our 
National Bulletin be devoted ex- 
clusively to Warm Air Furnace 
Heat. It is further suggested that 
the Warm Air Furnace Committee 
keep in close touch with all heating 


activities and be responsible to the 
Editor for this section. 


Cities That Have Adopted 
Standard Code 


The second of our three principal 
subjects is, the Standard Code. To 
date this has been officially adopted 
as a Building Ordinance in Omaha, 
Columbus, Indianapolis, Minneap- 
olis and St. Paul, and is in 
process of being adopted in New 
Orleans, Pittsburgh, Lincoln, Des 
Moines, Gary, Cincinnati, Cook 
County, Cleveland, St. Louis and 
other cities. Every effort should be 
made to have the Code established 
as a Building Ordinance and even 
in small places where there is no 
elaborate Building Code, it could be 
introduced in ordinance form, and 


by the dealers in that community co- | 


Operating with each other and the 
local government, it would be pos- 
sible for the provisions of the Code 
to be carried out at all times. An- 
other way in which this Code could 
be sold to the public would be by 
every installer advertising over his 
own name the fact that every instal- 
lation of a Warm Air Heating Sys- 
tem that he made is made according 
to the Standard Code. This is being 
done by quite a number of dealers 
and the results are speaking for 
themselves. As a sales argument, 
the Standard Code is the _ best 
medium. It assures the home own- 
er of more protection than anything 
else that can be done or said. It is 
a guarantee of satisfaction that is 
assured in every possible way. 

Committee’s Attitude on Furnace 

Guarantees 

This committee condemns all 
guarantees covering the life of the 
furnace as being mere sales propa- 
ganda of no value to the home own- 
er, for a plant that is installed cor- 
rectly, fired and controlled in the 
right way will last indefinitely, but 
one not handled properly may be 
ruined within a few weeks time. 
Many guarantees are so worded that 
they are not worth the paper they 
are written on to the home owner. 
Being valueless, the committee rec- 
ommends that they be discontinued. 

The furnace manufacturers at 
their recent meeting in St. Louis ap- 
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propriated a considerable sum of 
money to advertising warm air heat- 
ing, and, to secure the codperation 
of the dealers, have asked the deal- 
ers to sign a Pledge Card stating 
that they would make every instal- 
lation according to the Standard 
Code. This is done so that when 
inquiries are received from any part 
of the country, they can be referred 
to some dealer in the vicinity who is 
pledged to make a good installation 
and according to the Standard Code. 
In all probability, there will be a 
few dealers who will sign these 
Pledge Cards and then fail to live 
up to the requirements of good in- 
stallation and when this is done and 
these dealers are identified, a means 
will be found by which this organi- 
zation acting in conjunction with the 
furnace manufacturers to handle 
such cases. Your committee recom- 
mends that every installer member 
of this association who is willing to 
subscribe and pledge his codperation 
to this plan, to write to L. Wayne 
Arny, Director of Public Relations, 
of the National Warm Air Heating 
and Ventilating Association, Colum- 
bus, Ohio, and sign up one of these 
cards. No charge of any kind is 
made for this nor does it require as- 
sociate membership to be placed on 
this preferred list. 

What Codperation Means When 

Carried Out 

The Code is practically univers- 
ally recognized and used by all 
manufacturers and a great many 
dealers. 

The third point is codperation. 
This, you will notice, has been men- 
tioned in practically every part of 
this report. It is so very essential 
to the success of this association and 
the work of this committee that 


. words can hardly express the in- 


tense desire of this committee to 
build up a 100 per cent codperative 
effort by every member in this or- 
ganization. The results of 20 years’ 
effort are at stake and in helping in 
the work of this committee, even 
just a little, makes it possible to 
realize much quicker on our best 
efforts. Whether you hear this re- 
port read or read it in your Trade 
Paper, the committee wants you to 
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feel that you are a part of the move- 
ment for better warm air heating 
and that your codperation counts 
just as much in your shop and at 
your own desk as though you were 
at the head of the greatest plant in 
the industry. 

There are eight ways in which 
you can cooperate and they are list- 
ed below and without discussion : 

1. Keep in touch with research 
work. 

2. Advertise the Standard Code. 

3. Make every furnace installa- 
tion accordirs to the Standard 
Code. 


4. Set the pace in your town for 
correct installation. 


5. Eliminate useless guarantees. 


6. Use good salesmanship to 
overcome price competition, or fol- 
low the practice of “Not How 
Cheap, but How Good.” 


7. Send in your Pledge Card. 


8. Keep this committee informed 
on any action taken by your com- 
petitor or the salesman who calls on 
you, that will tend to injure or de- 
stroy the good work that is now 


going on. 


What Is the Attitude|Toward Keep- 
ing Water in Furnace Ash Pit? 


Does It Assist Combustion? —Professor 
Kratz Draws Some Pertinent Conclusions 


ACTS of particular interest to 

the warm air furnace installer 
are contained in an article culled 
from the May issue of The Air 
Washer, an interesting little news 
auxiliary of the Hero Furnace 
Company, Sycamore’, Illinois. 

A Hero dealer asked a question 
of R. S. Patten, Sales Manager, 
concerning the actual value of pour- 
ing water into the furnace ash pit, 
so that the resulting rising vapor 
will mingle with the burning gases, 
causing better combustion than is 
ordinarily obtained. 

Mr. Patten relayed the question 
to Professor Willard at the Uni- 
versity of Illinois, who in turn re- 
ferred the matter to Professor A. 
P. Kratz for consideration. 

Professor Kratz made the fol- 
lowing reply, which appears in the 
May issue of the Air Washer 
simultaneously with the question: 

“The action of water in the fuel 
bed of a furnace has not been com- 
pletely determined, but the follow- 
ing is an outline of the theory 
accepted by fuel chemists to ac- 
count for some of the facts as 
known. 

“When water vapor is taken into 
the incandescent fuel bed, several 
chemical reactions occur. The ac- 
tion of the carbon in the fuel on 


the water vapor is introduced, and 
on carbon dioxide which has been 
formed by combustion, is such that 
the water vapor and carbon dioxide 
are broken down, and free hydro- 
carbon monoxide are 
formed. Both of these are com- 
bustible gases. This reaction ab- 
sorbs heat from the fuel bed, or in 
other words, cools the fuel bed, 
and in most cases the cooling effect 
is enough to prevent the formation 
of clinker. The first definite effect 
is, therefore, to eliminate clinker 
except from the worst coals, and to 
reduce the clinker even from these. 

“Fresh soft coal gives off a con- 
siderable amount of gas when 
placed on a hot fuel bed. This gas 
is largely composed of hydro- 
carbons, the prircipal one being 
marsh gas. Three conditions are 
necessary to burn these gases. 
(1) There must be. sufficient air 
admitted above the fuel bed, (2) 
the air and gas must be intimately 
mixed, and (3) a temperature high 
enough to ignite the mixture must 
be maintained. In the average 
furnace, condition (3) is the most 
difficult to satisfy. The ignition 
temperature for carbon monoxide 
and marsh gas is about 1,200 de- 
grees Fahrenheit. For hydrogen, 
it is less than 1,100 degrees Fahren- 


gen and 
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heit. Therefore, when free hydro- 
gen is formed, as it is when water 
vapor is introduced into the fuel 
bed, the hydrogen tends to burn 
first and extend the zone of com- 
bustion further out into the gases 
above the bed, thus giving them a 
chance to burn. Accordingly, the 
second effect is to promote combus- 
tion by maintaining the temperature 
above the ignition temperature of 
the hydrocarbons and by burning 
some of the gases that would other- 
wise be lost. 

“If the water is introduced by 
mixing it with the coal, particularly 
with the finer sizes, rather than by 
evaporation from the ash pit, a 
third advantage which is largely 
mechanical is obtained. The water 
aids the coking process. It holds 
the coal together and retards the 
evolution of gas. Instead of a large 
amount of gas being given off im- 
mediately, requiring an enormous 
quantity of air and cooling the 
whole mass suddenly, the gas is 
given off slowly, thus allowing time 
for obtaining the proper supply 
and mixture of air, and for main- 
taining the ignition temperature. 
Furthermore, the coke formed is 
porous and permits the air in the 
fuel bed to come into contact with 
the maximum amount of surface 
without having to use excessive 
draft. 

“Taking everything into consider- 
ation, I would say that while all of 
these advantages may not be ob- 
tained in every individual case, the 
practice of pouring water in the ash 
pit is not “bunk” based solely on 
superstition, but that it can be justi- 
fied by reasoning based on sound 
scientific principles. While a great 
deal of work has been done on the 
scientific aspects of the water-gas 
reaction, I know of no experimental 
work that has been done to clinch 
the arguments in favor of the use 
of water in fuel beds of furnaces. 
This is largely due to the fact that 
the factors involved are so com- 
plicated that a change in one brings 
about changes in the others, and 
makes it difficult to draw definite 
conclusions regarding the effect of 
any single factor.” 
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ROOFING TIN 


is made entirely 
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each sheet 
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Philadelphia 
Headquarters for Good Roofing Tin Since 1810 
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Sheet Metal Contractors Need a 
Teacher to Sell Them Ideas* 


These Ideas They Can Then Pass on 
to the Consumer—Teaching Is Selling 


By J. J. RockweE t, President Crosby-Chicago, Inc. 


AY I premise my subject by 

the statement which I should 
like as a matter of record, that I am 
not a representative of the Sheet 
Steel Trade Extension Committee 
and do not speak in their name, but 
purely in my personal capacity as a 
business promotion counselor, and 
that I am attempting to put this 
subject before you today as a mat- 
ter of interest in merchandising and 
distribution. 


Under the definite subject upon 
which I have been requested to 
speak, recent developments in con- 
nection with the sheet steel trade 
extension campaign, there are many 
interesting things which might be 
said; but the subject is very big, 
because the campaign itself is very 
broad, and it is my hope to leave 
with you some specific and definite 
ideas, which I trust may lead to 
action. 


Speaking on the general subject, 
we know from a constantly increas- 
ing and widening flow of incidents 
that the public is gradually becom- 
ing increasingly conscious of the 
service value of sheet steel for a 
wide range of applications, both in 
old and new forms. 

Fabricators and distributors in 
many lines are continually telling 
us of business received as a direct 
result of interest aroused by our 
advertising, and in many important 
and influential quarters our litera- 
ture and data are being republished 
and utilized in many ways in gen- 
eral and in special groups. 





*Address on “Recent Developments 
in Connection With the Work of the 
Sheet Steel Trade Extension Commit- 
tee,” by J. J. Rockwell, president, 
Crosby, Chicago, Inc., 29 Quincy 
street, Chicago, delivered before mem- 
bers of the Metal Branch of the Na- 
tional Hardware Association of the 


United States meeting in the Hotel 
Gibson, Cincinnati, May 13 and 14, 
1926. 


Released Publicity on Master 
Brand 


One of the most recent develop- 
ments has been the release of the 
publicity on the Master Brand, the 
adoption of which, as you know, 
has come about through the effort 
to enable the public and the trade 
to secure a product of a known 
standard of quality in galvanized 
sheets, in which the quality will al- 
ways be uniform. There can be 
little doubt that, as the public and 








In this article Mr. Rockwell 
has pointed out a few of the 
outstanding requirements of 
the sheet metal contractor, 
particularly as regards the 
modes of selling greater quan- 
tities of sheet steel. He has 
touched upon the value of the 
Master Brand sheet as a re- 
storer of public confidence in 
sheet steel. 

Attention is also called to 
the fact that Mr. Rockwell 
spoke not as a representative 
of the Sheet Steel Trade Ex- 
tension Committee, but in his 
capacity as a business promo- 
tion counselor. 





the trade become familiar with the 
Master Brand and what it stands 
for, that brand will come into gen- 
eral use; that the use of this brand 
will go far toward removing the 
tremendous sales resistance to the 
use of sheet steel for purposes in 
which it is exposed to the weather, 
by eliminating the distrust and 
doubt that has grown up in the 
mind of the public toward the use 
of galvanized sheets for such pur- 
poses—largely because of the sale 
of inferior as prime quality mate- 
rial, and of skimped gauges and 
starved coatings. 

Through this means the public 
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and the trade now have for the first 
time a yardstick, established by the 
industry as a whole, by which to 
measure quality and expectancy of 
service. 

The development to which I par- 
ticularly desire to draw your atten- 
tion today, however, is not a new 
or recent development in just that 
sense. 

It involves a situation which has 
been a matter of growth, and its 
development in connection with the 
trade extension campaign is recent 
or new only in the sense that the 
progress of the trade extension 
work has sharpened and clearly de- 
fined the outlines of this situation 
and brought it out in a way where 
it can be more clearly seen and 
understood. 

The situation is simply this: the 
distribution machinery for getting 
sheet steel into the service of the 
ultimate consumer is in a chaotic 
and unorganized condition, 


To a considerable extent this fact 
was seen at the time that the plan 
upon which the trade extension 
work is proceeding was evolved, 
and provisions were largely made 
in the plan for overcoming the difh- 
culties presented in this, but the 
progress of the trade extension 
work has made it more clear how 
weak and disorganized the dis- 
tributing force is. 

In the first piece of literature is- 
sued by the Sheet Steel Trade Ex- 
tension Committee, which was a 
little booklet entitled “Accelerating 
Business,” and which gave in broad 
outline a general idea of what it 
was proposed to do under the plan, 
these statements appear : 

“The makers of sheets do not 
comprise the industry—they form 
only the production side of it. 

“Distributors, jobbers and deal- 
ers, and fabricators who utilize 
sheets in their products, form also 
an inherent part of the industry. 
They are the selling or distributing 
side of it. 

“The trade extension work for 
sheets is formulated for, and is as 
much in the interest of, distributors 
and fabricators as it is for sheet 
manufacturers. 
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The mark of superior quality on Galvanized Steel Sheets 


Announcing INLAND 
TEC” Master Brand Sheets 








Copper 
Alloy Steel for 
Exposed Uses 


For all exposed uses or 
wherever an extremely du- 
rable galvanized sheet is re- 
quired we recommend and 
urge the use of Inland Cop- 
per Alloy Steel as a base for 
Master Brand Sheets. 
Tests and usage prove 
thatCopperAlloy Steels last 
much longer than regular 


open hearth steels. 


“TEC” Master Brand gal- 
vanized sheets made with a 
Copper Alloy base will give 
the utmost in service. 
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Contributing Member 


Ss eT STE 


TRADE EXTENSION COMMITTEE 


IMULTANEOUSLY with the announcement by 

the Sheet Steel Trade Extension Committee of the 
“TEC” (Trade Extension Committee) Master Brand, 
these sheets are made available by the Inland Steel 
Company. 

The Inland Steel Company, as one of the cooperators 
in the movement for higher quality and broader mar- 
kets, is licensed to use this mark. 

The Master Brand mark signifies that the sheets bear- 
ing it have been manufactured under the exacting 
specification of the Trade Extension Committee and 
are subject to constant inspection and test. This specifi- 
cation is the result of years of careful thought and study 
by leaders in the industry. 

The Inland Steel Company, long noted for the qual- 
ity and uniformity of its sheets, whole-heartedly 
subscribes to the Committee’s specification and adds 
the Master Brand mark as a further indication of its 
desire to contribute to the raising of quality standards 
in the industry. Inland Master Brand sheets carry a 
double assurance of uniform quality and can be im- 
mediately identified as they will also carry the Inland 
brand. Upon request we will supply complete infor- 
mation about Master Brand sheets. 
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INLAND STEEL COMPANY 


General Offices: First National Bank Building, Chicago 
Works: Indiana Harbor, Ind., Milwaukee, Wis., Chicago Heights, Il. 


Branch Offices and Representatives 
St.Paul Seattle St.Louis SanFrancisco Salt Lake City 
Milwaukee Kansas City New Orleans Los Angeles 


Mention AMERICAN ARTISAN in your reply—Thank you! 
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“By developing public apprecia- 
tion of the service value and econ- 
omy of products and forms of use 
for which sheets are pre€minently 
valuable, trade extension work will 
make it easier for fabricators and 
distributors to sell in growing vol- 
ume. 

“This quickening and broadening 
of public interest and demand, 
however, will manifest itself in 
larger volume of sale only to the 
extent to which fabricators and dis- 
tributors render to the consumer 
the services of supply and all which 
that implies.” 

In a nutshell that means simply 
that consumer preference or de- 
mand is of little weight in the scale 
of sales unless it is accompanied by 
distribution and _ selling service 
which makes it easy for the con- 
sumer to get and use the goods. 

In the discussion among the 
sheet manufacturers which preced- 
ed the adoption of the trade exten- 
sion plan, one of the most powerful 
and frequently sounded arguments 
for carrying out the plan was that 
the sheet industry is under an obli- 
gation to the distributors and fabri- 
cators using its product to carry on 
this work, 

If that is true, if business is an 
institution of human relations, if it 
carries obligations of a moral as 
well as of a financial character, if it 
is anything more than mere traffic- 
ing in physical and material things, 
then it must be equally true that 
there are obligations incumbent 
upon the buyer as well as upon the 
seller. 

If we have learned anything at 
all about business in the last twenty 
years, we have learned just that: 
that the carrying on of business 
does involve moral obligations, and 
that the fundamental principles of 
dealing between man and man are 
in no whit changed, because the 
deal is one which involves buyer 
and seller. 


Corporations Still Have Obli- 
gations to Humans 


We began to see this at first most 
clearly in the teachings of Roose- 
velt, when he announced the general 
doctrine that the corporation form 
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of doing business does not absolve 
the men composing that corporation 
from their obligations as human 
beings to other human beings. 

Through the Great War with all 
of its moral teachings, we began 
to see it more and more clearly. 
The progress of trade associations 
is one of the most shining evidences 
of it. The mere fact that you 
gentlemen are gathered here today 
discussing common problems, al- 
though you compete for business, 
is a recognition of it. We have 
come to a realization of the fact 
that there is such a thing as sports- 
manship even in business. We 
have come to a realization that the 
true function of business is service, 
and that unless that service is hon- 
estly delivered, profits wither and 
die. 

You may call it preaching if you 
like, but the fact remains, in bus- 
iness as in every other human rela- 
tion, that he who serves most, 
profits most. 

If, then, the sheet steel manufac- 
turers have seen and are discharg- 
ing an obligation which they owe to 
you as their distributors, is there 
not equally an obligation from you 
to them, and what form, as a prac- 
tical matter, does that obligation 
take? 

In what way can it be effectively 
discharged, not merely because it is 
an obligation, but so that it will 
render a service from which you 
will reap a profit? 

Again going back to the adoption 
of the trade extension plan, we pre- 
sented this thought: that if, as a 
result of educational processes car- 
ried to the public, an increased use 
of sheet steel in the homes of this 
country could be developed to the 
extent of the purchase by each 
home on the average of sheet steel 
for use in some form where it 
would utilize so small an amount as 
20 square feet, equivalent to 16- 
gauge, it would make a market of 
half a million tons. 

Dealer-to-Consumer Only 
Method of Distribution 

The only means by which that 
market can be supplied is through 
the retail dealer channel, which in 





May 29, 1926 








this industry is represented prin- 
cipally by the so-called sheet metal 
contractor, roofer or tinner, and 
the hardware store, which may or 
may not carry on a contracting bus- 


_ iness for the installation of sheet 


steel products. 

These distributors are a large 
factor in the business of the jobber. 
Generally speaking, their purchases 
represent the bulk of your business. 

If the sheet manufacturer owes 
an obligation to you as his cus- 
tomer, what do you owe the sheet 
metal contractor as your customer ? 

That type of business man, more 
than any other in the sheet metal 
industry, needs leadership, a help- 
ful service which will point out to 
him his possibilities, which will help 
him to become a real merchandiser 
of the products and services he 
sells. 

Material which will be helpful 
for the development of such leader- 
ship and such service is a very im- 
portant part of the trade extension 


campaign. 
You, as jobbers, receive our 
magazine, Sheet Steel Service, 


every month. In it you find articles 
dealing with the sheet metal con- 
tractor’s business, telling how men 
of this type, who are ahead of their 
fellows, are building and making 
business and becoming greater mer- 
chants. What do you do to see that 
this inspiring material is so handled 
by your sales staffs to whom it goes 
that the sheet metal contractor to 
whom you sell can understand and 
utilize it? 
Selling Is Teaching—Nothing 
More 

Frequently, perhaps, in order to 
give him the full benefit of it and 
make him see what it means to’him, 
it has to be interpreted to him, the 
essential things have to be brought 
closely to his consciousness, he has 
to be taught how to use the sugges- 
tions; but that is what selling is, 
teaching. Who is going to teach 
the sheet metal contractor these 
things if you do not? The Sheet 
Steel Trade Extension Committee 
has no staff of salesmen, it has no 
material to sell. It is true that our 
field service men are going about 
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ln the Shop 
ron the Job 


‘ UNISHEAR in use in 
sae : — Phoenix Sheet Metal 
navitee® Works 


Phoenix, Arizona 






















Just another instance of a Sheet Metal shop falling in line 
with modern time and labor-saving appliances. 
Up-to-the-minute shops are doing away with the primitive 
method of cutting by hand. It requires no skill to be an 
efficient operator on a UNISHEAR. It can be attached to 
any lamp socket, permitting its use anywhere electric current 
is available. 

Without any preparation, it can be taken out of your shop 
right to the work, and often saves its purchase price on one 
job. (Weight 50 Ibs.) 

Portable and compact, UNISHEAR cuts any flat stock up 
to 14 gauge quicker, better, cheaper—without burr and without 
distortion of material. Follows any line exactly, stops accu- 
rately at any point. 

On difficult curves and complicated lines, notches, curves and 
angles the extreme handiness of the UNISHEAR makes it a 
great time saver. Ask us to demonstrate it on your work. 
Dealers and salesmen wanted in unassigned territory. 


THE 


UNISHEAR COMPANY, INC. 


170 Fifth Avenue New York City 


For export apply to UNISHEAR EXPORT CORP., 104 5th Ave. 
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the country to the group meetings 
of sheet metal contractors and pre- 
senting these ideas to them, but the 
essential need of the situation is 
the close, intensive, personal work 
which the jobber’s salesman, who 
has the confidence of his customer, 
can do as no other influence can. 


Why is not the sheet metal con- 
tractor utilizing and sending out to 
his community the material which is 
provided for him by the Sheet Steel 
Trade Extension Committee, and 
which will greatly help him to mer- 
chandise his goods, to make a 
bigger business and more profitable 
business ? 

It is simply because he does not 
understand what it will do for him. 
He needs a teacher. If your sales- 
men really study this proposition 
and realize what it means to their 
customers and to themselves in the 
way of bigger and better business, 
they become the ideal teachers in 
this situation. 

The carrying of this idea and all 
that lies behind it definitely, clearly 
and in understandable form to the 
sheet metal contractor by your sales 
staffs will, in my judgment, go 
further to organize a strong dis- 
tributing and selling force directly 
in contact with the final consumer 
than any other thing that can be 
done. 

The material provided by the 
Sheet Steel Trade Extension Com- 
mittee furnishes the inspiration, the 
data, the broad ideas. 

We might fairly draw this 
simile: the Trade Extension Com- 
mittee furnishes the text books in 
this field of the industry—the job- 
ber and jobbing sales staffs must 
furnish the teachers. 

The Sheet Steel Trade Extension 
Committee is working for you and 
your customers. It will reap a 
profit eventually from that work, 
and so will you and your cus- 
tomers; but the production of that 
profit will be immensely accelerated 
in point of time by the degree and 
in the extent to which you and your 
customers carry on the work from 
the point where the Committee 
must necessarily leave it. 
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One of the reasons why the Mas- 
ter Brand and the publicity put back 
of it was adopted as a part of the 
Trade Extension plan was because 
we had found in our research work 
preceding the preparation of the 
plan, that the trade in general, the 
sheet metal contractor so-called, 
the architect, the consumer and the 
distributing factors of the trade, 
many like you gentlemen, had lost 
confidence in sheet steel for exposed 
work, 

Better material is being made than 
ever before. What has happened? 
In the stress of competition and the 
ignorance of the public and of the 
trade in the mad desire for a busi- 
ness by volume there has been a de- 
mand for cheaper stuff. 

The industry has descended from 
a helpful service to the consumer, to 
a point where it is just a purveyor 
of cheap stuff that does not last and 
give service and the public lost con- 
fidence in all materials of this type. 
The problem was then not to make 
a better sheet than is on the market, 
but in our educational work to tell 
the public and trade that there are 
good coatings and there is good 
sheet steel, but you must be careful 
to get quality. How is the average 
consumer to know he is getting qual- 
ity? How can he tell? 

That was the reason for the adop- 
tion of the Master Brand. There 
have been many difficulties in this. 
You gentlemen in the steel business 
always seem to be thinking about 
difficulties as presented from the 
standpoint of physical difficulties. 
The discussion has brought out two 
things. One the jobbers opposition 
to carrying extra stock and more 
stock. We see the steel business, 
your business, the business of the 
mill and everybody interested in the 
sale and installation of sheets has 
been injured by this lack of quality 
in the material sold to the general 
consumer, so that the public has lost 
confidence in it. 

Now will we do something? The 
Master Brand is proposed. The job- 
ber says he does not want to carry 
more stock. Why not carry Master 
Brand exclusively ? 

Another point. We find that the 
simplification movement is a fine 


thing. We don't have to carry all 
those sizes that were formerly 
made. Are the distributors of this 


country going to take up the idea of 
selling and delivering quality in 
sheet steel which will render service 
or not? 

Now I want to say this. If you 
will read the last article in the Na- 
tion’s Business for June, you will 
find an article by a man named Che- 
ney, who is vice-president of a bank 
in San Francisco, under the heading 
“New Competition.” There is a 
new competition in business today, 
gentlemen. Between industries. 
Every man that studies business 
knows it. The competition in your 
own business does not hurt you. It 
is the competition of the things that 
compete with steel, the things you 
sell that hurts you. 

I would like to suggest an idea 
now which I tried to make the back- 
ground for my paper. -I have tried 
to bring to you the idea that you 
must become teachers of your cus- 
tomers before the educational work 
that the Trade Extension Commit- 
tee is doing with the public gener- 
ally can become translatable into 
tonnage. 


I have this suggestion to offer. 
Every jobber has a certain number 
of customers or people he would 
like to sell that are in the sheet metal 
contracting business. If every 
jobber who gets this idea will select 
ten and take one of his men, his 
best salesman, and put that salesman 
on those ten and really sell this idea, 
in the present disorganized condi- 
tion of the thing, is there any reason 
why sheet metal contracting should 
not evolve a new type of business 
and become distributor for all sheet 
metal commodities ? There is oppor- 
tunity for a new business. 


Another way to do this is by an 
active, energetic association among 
you men with a man or men charged 
to take hold of it and put it over for 
you as a group. You as a distribu- 
tor have the same obligation to your 
customer that the sheet metal mill 
has to you as their customer—an 
obligation to educate and give serv- 
ice and if you do this you will make 
money. 
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NEW 


Design 
HEAVIER 
Construction 





ica SST | 3 


LARGER 
Radiator 
Ten Year 
Guarantee 


. WATERBURY 


ASEAMLESS 





ae. 





Warm Air Heat at Its Best! 


e 
FS Es 





HATS what you sell when you 
sell the Waterbury. Its heavy 
steel, seamless body has no joints, 

no rivets, no caulking, no cement. It 
is permanently gas-tight, fume-tight, 
dust-tight. Leaks are impossible. 


The larger radiator utilizes a great deal 
of heat that would otherwise go night 
up the chimney. This means a de- 
cided saving in fuel. 


And notice the Waterbury Water 


Pan. It provides a thin sheet of water 
at the top of the furnace to give really 
ample humidity. Automatic feeding 
if desired. 


Ten Year Guarantee — the best ev- 
idence that the Waterbury is a depend- 
able, quality product, through and 
through. 


White for our Agency Proposition 


and a copy of our complete catalog, 
“The Furnace Man’s Handiest 
Manual.”’ 


The Waterman-Waterbury Co. 


1121 Jackson St., N. E. Minneapolis, Minn. 


WATERBURY basa 
SEAMLESS FURNACE | -.. 


Reg. U. 8S. Pat. Off. | 


| Send me your agency proposition and a copy of your co 
l plete new catalog, “The Furnace Man’s Handiest Manual. 











Say you saw it in AMERICAN ARTISAN—Thank you! 
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Sheet Metals of All Kinds 


Copper, Zinc and Lead Sheets 
Roofing Supplies—Gutter 


and Pipe—Ventilators 


and Skylights 





















Parker-Kalon Products 
Peck, Stow and Wilcox 
Tools and Machines 
Warm Air and Stove Pipe 
















LEATHER 


PLUNGER 






our order moves fast 
when you send it here— 


B. B. 
TURNBUCKLE 






THs picture gives you an idea of how we get 

your supplies on the way without delay. How- 
ever, we know that a fleet of trucks do not mean 
much to you unless you can get what you want— 
quality goods at a fair price. But quality 
merchandise at lowest possible prices has built up 
Berger Brothers Co. business with thousands of 
sheet metal contractors tliroughout the country, 
so you can depend upon quality and price and be 
sure also that WE HAVE WHAT YOU WANT 
IN STOCK. 


We are manufacturers as well as jobbers and our 
supply service is complete in every detail. 


Get acquainted with Berger Brothers Co. service 
now—your order large or small will demonstrate 
our service. 


Write for Catalog No. 10 TODAY 


BERGER BROTHERS CO. 







No.7 












Pat. July 19, 1921 
B. B. GUTTER 
HANGER 


B. B. GUTTER 
HANGER 

















229-231-233-235-237 Arch Street 
Warerooms and Factory 
100 to 114 Bread Street & , 
PHILADELPHIA FOR SLATE ROOFS 





Mention AMERICAN ARTISAN im your reply—Thank you! 
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If you want 
Warm Air Pipe and Elbow 


TIN PLATE 


-——~ USE DAVIS SERVICE — 


Large Complete Stocks 
and 


PROMPT 
DEPENDABLE 
SERVICE 

















Let us quote you on 


Check your stock 
your requirements 


with these sizes 


| RRS ter en eariae rcemtineee oi aor 


i 
i 
| 
I 
| 
i 
J 


| 100 LB. (ICL) SHEETS PER BOX 107 LB. (IC) SHEETS PER BOX 128 LB. (IXL) SHEETS PER BOX | 
18% x26% 112 13% x26% 112 20 x28 112 
| 14 x20 ” 14 x20 ” 20 x32% 56 
14 x29% ” 14 x29% ” +4 — + 
14 x32% ” 14 x32% ” 24 x294 
15 x32% ” 15 _x32% ” 24 x32 
16 x30% 56 16 “x89% 56 a6 x39% j 
i 18 x39% - 18 x39% ” = 
20 x26% 112 20 x26% 112 135 LB. (IX) SHEETS PER BOX é 
20 x28 ” 20 x28 w 
| 20 x29% ” 20 x29% ” 20 x28 1 12 
20 x32% ” 20 ‘x32% ad So sett ge i 
ie = = = 4 20 x45 
24 x26% 112 24 x26% 112 24 329% 
24 x29% 56 24 x29% 56 24 x32 
{ 24 x82% ” 24 x32 ” 24 x3914 
24 x39% ” 24 x39% ” 24 x45 | 


ESE ee eS SD, a 
Mark your sizes on this list and return to us now for price quotation 


Warehouses 
CHICAGO—PITTSBURGH—NEW YORK 


Cc. S. DAVIS AND COMPANY, Inc. 


TIN PLATE~—SHEET STEEL 
37th and Iron Streets CHICAGO, ILL. 


When writing mention AMERICAN ARTISAN—Thank you! 
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— sie ll a & 
FAMOUS SINCE 1819— 


Over one hundred years of tool making experience is built into each and 
every PEXTO Snip. The line is very complete and consists of every 
practical style and size. Material is the best, the finish is durable and 


they are fully guaranteed. 


Write for catalogue No. 25A showing complete line of Sheet Metal 
Working Machines and Tools. 


THE PECK, STOW & WILCOX CO. 


SOUTHINGTON, CONN., U. S. A. 





Made in nine sizes 











CHICAGO STEEL SLITTING SHEAR} | MARSHALLTOWN 


LIGHT—POWERFUL Throatless Shears 
DURABLE FJERE is a machine that will do 


. all your sheet cutting. It takes 

Capacity 10 gauge sheets sheets of any size and does accurate 

Any Length or Width ' work quickly. It is our No. 18 Hand 

Fiat Bars 3/16x2’ Power Shear, the size for the av- 

Weight 22 pounds erage shop. It is high grade 

throughout, being made of the 
Price $12.50 Net strongest and toughest metals. 

F. 0. B. Chicago It sells at a price which makes it 

Made of pressed steel and equipped with possible for you to own one NOW. 

beté-dewa ~~» £8 of highest one s ye Covered By Patent Address Dept. A. A. and ask for our cata- 


iense calling be yay neable high grade ORDER DER Tous T a log and price list covering our entire line. 


DREIS & KRUMP MFG.CO., 7404 Loomis St., Chicago MARSHALLTOWN MFG. CO., Marshalltown, Iowa 


C. G. HUSSEY & CO. ROY ‘ | = DESIGNED to effectively 
Rolling Mills ond Othe, PITTSBURGH, PA. fumes, ete. "fr ——. , 
lanufacturers of at hn eaten 


SHEET COPPER, BOTTOMS, ROLL COPPER, TINNED and POL- 
ISHED COPPER, NAILS, SPIKES, RIVETS, CONDUCTOR PIPE, in in all’eis en ex Glass 


Hy GimPED COFvER SHEETS corren walt | | VENTILATORS Top Write tor catilor. 


ion SOPPER LATE, 1+ k, Philadelphia, Cincinnati & Chi 415 Locust Street 
mens Member, Copper @ Brass Research Accecintion ROYAL VENTILATOR CO., Phitadelphia, Pa. 






































VIKING SHEAR 


Compound LEVER Handle—Removable Blades 


A child can work them 


Send for catalog today VIKING SHEAR CO., Erie, P2. 























Say you saw it in AMERICAN ARTISAN—Thank you! 
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Time-and-Labor-Saving Devices That Every 
Sheet Metal Worker Should Use 


JPARKER-KALON |. 


HARDENED SELF-TAPPING 


Sheet Metal Screws 
SUIS ISAS —  HORGPRRES ) 2) 
For Joining Sheet Metal 


(PAT. FEB.26,1924.) and Making Fastenings 
For Making Fastenings to Sheet Metal , 


| 

1 | 

to Brick, Mortar, etc. | 
fA A 








2 a 





Masonry Nails 

















es 













Just Punch or Drill a 
Hole in the Sections of 
Sheet Metal to Be Joined and Turn This : 

Screw in With a Screw Driver! 


a Hammer These Nails 
fee eee Into Brick, Mortar, 
Concrete, Etc., Like You Hammer 
Ordinary Nails Into Wood! 


= 
2s a eka 
eae AS +. a 


Can you imagine an easier and quicker way of making 
fastenings to masonry? 


No wonder sheet metal workers, everywhere, are turning 
to this new method for such work as 


Fastening leader and gutter pipe to brick 


alls; | 
- “ . : : PARKER -KALON Hardened Self- Tapping SHEET § 
Attaching cornices, flashings, etc., to brick METAL SCREWS are steel Screws which are hardened M 
walls and roofs; by a special process so that they cut a thread in the metal, ; 


Hanging ventilating pipes and ducts to brick 
and concrete walls and ceilings, and for dozens 
of other applications. 


Parker-Kalon Hardened Masonry Nails enable them to do 
this work with savings of from 50% to 75% over other 
methods. 


The Nails are made in three sizes 3/16"x1", "x14" and 
3"x2". Send for free samples and try them out. Take 
advantage of this opportunity to get acquainted with the 
latest Parker-Kalon time-and-labor-saving device. 





ZN 


That’s how simple it is to join sheet metal or make fasten 
ings to sheet metal with PARKER-KALON Hardened 
Self-Tapping SHEET METAL SCREWS. Is it any won- 
der then that more than 35,000 sheet metal workers, cor- 
nice makers, roofers, etc., consider them indispensable in 
their daily work? 


like a tap, as they are being screwed in. Which explains 
why these Screws effect savings of from 50% to 75% in 
time and labor when used in place of stove bolts, tap 
bolts, rivets, etc. 


They are made in six stock sizes with round and flat 
heads. 


If you are one of the few metal workers who are not yet 
familiar with the time and labor these Screws save, send 
for samples and try them out. We wager you will never 
be without them thereafter. 





> 
am 


PARKER-KALON Time-and-Labor Saving PRODUCTS 
ARE CARRIED IN STOCK BY MORE THAN 400 JOBBERS 


PARKER-KALON CORPORATION, 356 West 13th St., NEW YORK 


& 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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WIDEST 


No. 2 Punch KNOWN 


Best by 17 Years Test 


Simple Construction 
Few Parts 
Powerful 


Used anywhere, with or 
without vise 


Take the place of an 
extra man 


Ask your jobber or write 
us for circulars 








MOST 
UNIVER. 





SALLY USED 
Channel Iron Punch 


Over 40,000 Satisfied Users 


Close Corner Punching 
Easy Operation 


Quickly Changed 


Frequently pay for 
themselves on 
first job. 


Save moving jobs to shop 
Made in six sizes and 
capacities 


May 29, 1926 


and prices Others following 


New Skylight Punch 


W. A. Whitney Manufacturing Company 
715 Park Ave. Rockford, IIl. 






































The most complete line of 
up-to-date Machines and Tools 
for Sheet Metal Work 


EVERYTHING from a pair of good snips to power machinery. 
The famous PEXTO line is always up to the minute. 
We carry a large complete stock and can give you rush service. 
Write for PEXTO Guide No. 25. 
WHITNEY METAL TOOLS 


We also carry Whitney Metal Punches, Repair Parts and Extra Dies. Our stock 
of Whitney Specialties is always complete. 


Tinners supplies of all kinds. Write for circulars and catalog today. 


GREAT LAKES SUPPLY CO. 
J. H. Sutherland, Mgr. Metal Tool Dept. 
9342 Ewing Avenue SOUTH CHICAGO, ILL 


iatcenttttiem 
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E Dicclhmann, 


TRADE MARK ALL JOBBERS HAVE 
THEM OR CAN GET 
THEM FOR YOU 






INSIST UPON 
DIECKMANN 
ELBOWS AND SHOES 

















The Ferdinand Dieckmann Co.?:°,5%°2 








EVERYTHING USED IN 





SHEET METAL WORK ARMC INGOT IRON 


RCHITECTS and Contractors are 





A Complete Stock Insures well acquainted with this long- 
Prompt Shipment lasting sheet metal. Our stock includes 
every size and gauge required by the 
In our warehouse you will find one of trade. 
the most complete stocks in the country. “Since 1866” we have been serving and 
Not only complete as to quantity but satisfying customers in all parts of the 
selected by men who have had many country. 
years of experience. Everything in Sheet Metal 
There are 12 men in our employ who Onn = oped 
have been with us a total of 261 years— Gadeiay Pee on aa 
an average of 22 years per man. It is Gutter Babbitt 


the knowledge resulting from this expe- Tinmer'e Supyiies Solder 


rience that we offer you in Osborn MERCHANT & EVANS CO. 


Service. PHILADELPHIA 
WAREHOUSES 


: : New York CLEVELAND 
as wae © hd 510) Oh Oe OOP (e) AT ee RP 
‘ee eee oe CHICAGO 


68. Rapin Street 
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Chicago Warehouse Metal and Furnace Supply Prices 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly. 





TOT 
PIG IRON 
feago Foundry......----- $22 00 
Southern Fdy., No. 2, il 01 28 01 
Lake Superior Charcoal. 29 04 
Malleable ...--e-+seeeeeee* 22 00 
RST QUALITY BRIGHT 
- Tin PLATES 
20x28 112 sheets...$25 10 
1X OESS. . cc cvescseceoe 29 60 
Ixx 20x28 56 sheets 16 20 
IxxxX BONS <6 cscsnene coe 55 
IXXXM 20x28. ...-ceeeeeee 18 96 
TERNE PLATES 
Per Box 
IC 20x28, 40-Ib. 112 sheets $27 90 
IX 20x28, 40-Ib. “ = 30 90 
IC 20x28, 25-lb. “ = 22 20 
IX 20x28, 25-lb. “ - 25 20 
IC 20x28, 20-lb. “ “ 20 26 
IV 20x28, 20-lb. “ -£, 23 00 
IC 20x28, 15-lb. “ ~ 16 66 
{IC 20x28, 12-Ib. * ” 15 25 


“ARMCO” INGOT IRON PLATES 


No. 8 ga. up to and including 
% in.—100 Ibs......-+++++ 4 55 


COKE PLATES 


Cokes, 80 Ibs., base, 20x28..$12 60 
Cokes, 90 Ibs., base, 20x28.. 12 80 
Cokes, 100 Ibs.. base, 20x28.. 13 00 
Cokes, 107 lbs., base, Ic 

ang ES sehen 7** 13 30 
Cokes, s., base, 

BED. cect epawseqnsesaees 15 70 
Cokes, 155 Ibs., base, 56 

GROCED oc scccccvcocessece 8 70 
Cokes, 175 Ibs., base, 56 

ON aT 9 55 
Cokes, 195 Ibs., base, 56 

BOSE tect ccccvcesececse 10 40 

BLUE ANNEALED SHEETS 
Base 10 ga...... per 100 Ibs. $2 80 


“Armco” 10 ga..per100lbs. 4 00 


ONE PASS COLD ROLLED 
BLACK 


ie, BRAGS. s cesden per 100 Ibs. $3 90 
No +e ) eee per 100 lbs. 3 95 
MO. BOieacccesdéi per 100 Ibs. 4 00 
a . Or ee per 100 lbs. 4 05 
No 28. bb soeccades per 100 lbs. 4 10 
GALVANIZED 
“Armco” 28.....per 100 Ibs. $6 70 
i Mi onakeeese per 100 lbs. 4 60 
Se, SOA, . cennes per 100 !bs. 4 65 
SE ee per 100 lbs. 4 80 
SS. eee per 100 Ibs. 4 95 
Dem, “Mkees een eee per 100 Ibs. 5 10 
i PSPS per 100 lbs. 6 256 
Se eae per 100 lbs. 6 75 
BAR SOLDER 
Warranted 
Sin db vets 04 per 100 Ibs. 38 50 
Commercial 
Sa sicannead per 100 Ibs. 36 00 
Piumbers .... per 100 Ibs. 33 50 
ZINC 
Dh GS sdk. da oe ctadeden ua 8 60 
SHEET ZINC 
Cash Lots (600 Ibs.)...... 13 75 
MOOS TOW cccisccvescdoss 14 76 
BRASS 
Sheets, Chicago base....... 18%c 
DE néccabeetucess eden 18%Cc 
Tubing, brazed base........ 27%e 
OG. DEEDse cobsces Setecede 19%e 
ee ee ere ree 16%c 
COPPER 
Sheets, Chicago base....... s3iee 
Se WU de wha easesieec<ce an + bd 
Tubing, seamless base...... 25 
Wire No. § & 10, B & S. Ga. 
ET en eT Te 20%e 
Wire No. 11, B. & S. Ga....20%e 


HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR FURNACE 


SORIES. 
LEAD 
American Pig............ $ 8 50 
DR + ids hecic py este ai <9 ee 
Sheet 
Pig Tin .........per 100 lbs. 69 00 
Dar TR -.dsivce< per 100 lbs. 70 00 
TIN 
Pig Tin .........per 100 lbs. 70 00 
Bar Tim o-iscces per 100 lbs. 71 00 
ASBESTOS 
eo r A. 2 tng B/E6> cccces 6c per Ib 
Roll board .......... per Ib. 
At Ay 3/33 to per Ib. 


Corrugated Paper ( 
sp. ft. to roll)... 


BRUSHES 
Hot Air Pipe Cleaning 


60 
.$6.00 per roll 


Bristle, with handle, each $v 86 
Flue Cleansing 
Steel Only, each ......... 1 368 
BURRS 
Coppers Burrs only .........46% 


CEMENT, FURNACE 


American Seal, 5-lb. cans, net $ $8 
American Seal, 50-lb. cans, net 

American Seal, 25-lb. cans, net 3 HH 
Asbestos, 6-Ib. cans, net. 46 
POSES cccccccces per 100 Ibe. 7 61 


CHIMNEY TOPS 
Iwan’s Complete Rev. - 
Vent 


WM ccccccsessocesécccses 30% 
Iwan’s Iron "Mountain only. rt 
Standard ® to 40% 


CLINKER TONGS 


Front Rank, each........... $ 76 
Per doz. . 


Damper 

—- tail pieces, 
egseepveeve «+081 36 

Noo "Rivet tall pieces, 
per doz. 

COPPERS—Soldering 
Pointed Roofing 

% Ib. and heavier....per Ib. 


a 

2 one 

2 = eececcenceée eecese 

al wodectus eecccces per Ib. 650 
ie eee per 


Chicago Steel Bending 


Nos. 1 toe 6B....... cocceccce ces 
COUPLING HOSE 
GIGRD ccvedcconness per dos $3 30 
CUT-OFF8s 
SZuehn’s Korrekt Kutoffs: 
Galv., plain, round or eor. ra 
etandard gauge ...... wee 40 
SS GEO decccccvcedccscce 30% 
DAMPERS 


“Yankee” Hot Air 


7 inch, each 20c, doz.......$1 76 
8 inch, each 25c, doz....... 3 40 
9 inch, each 30c, doz....... 2 7% 
10 inch, each 32c, doz....... 8 00 
=moke Pipe 
7 inch, each.. ooeceeseneoce $s 386 
$ inch, each...... Cvcesecoee 40 
§ inch, each...... ccccccccee 
10 inch, each........ cocce 60 
12 inch, each...... Soe cneteee 90 
Reversible Check 
8 inch, each.......... cocce GR OO 
fmoh. ea@chk......cessceess 1 70 


DIGGERS 
Post Hole . 
Iwan’s Split Handle 
‘te. Henal 
©...per doz. $14 00 
7-tt. Handle. . a dos. “ 00 
Iwan’s Hercules pattern, 
CGF GE aeastesece eeccee 14 90 


EAVES TROUGH 
Galv. Crimpedge, crated..75 & 6% 


ELBOWS 
Conductor Pipe Milcor. 


Galv. 7 ~" ° Grieg entet 
round fa Orim 

Std. _ Ay . 

28 Gauge 





Square Corrugated 
Standard Gauge 


peghocesadl 60% 
No. 28 Gauge Seseccs 
26 Gauge a A: Sate pricey 


Portico Elbows 


Standard Gauge C ctor 

plain or coleugenele sam 
Not nested ...........70 & 5% 
Nested solid woes Conclae 5% 


ELBOWS—Stove Pipe 


1-plece Corrugated. 
“Mileor” Noe A Blue 


56-inch ...... cacetdnka 

SEE costicheenneteanctacl a 3 

WRG ccc coweuesquenves coast ae 
Special Corrugated 

i. . = ceccccos 


Adjustable—Uniform Blue 
“Milcor” No. 
— 0. 28 Gauge. Uniform 


56-inch 
) _ SRP Niet rane 
WED bccn seececetabaae di. ee 


WOOD FACES—50% off tist. 
FENCE 


726-6-12% (100 rods). 


1948-6-14% (100 rods). oy +H 


44 08 


FILES AND RASPS 


Hellier’s _{Amertenn) oe+es 60-10 
America 60-19% 





Areade . coccccee OO 
Black Diamond erevcece 40-10-5% 
ty saldendbe es oeeeeee 50% 
Great Western .......... +++ -50% 
Kearney & Foot............ «-50% 
DE sehecacauens eeneee 50% 
DE hbsseeedetes oeeee SOG 
CED Sumeaecens Cosccercese 60% 
Otte Berns Co. 


East of west boundary line of 
Province of Manitoba Canada, 
No. Dakota, So. Dakota, Nebras- 
ka, Kansas, Oklahoma Amaril- 
lo, San Angelo and Laredo, 
po Ee 5% 


West of above boundary 61% 


Clayton & Lambert's 


East of west boundary line of 
Province of Manitoba, Canada, 
sre. Le So. Dak 


West of above boundary me 


Geo. W. Diener Mfg. Ce. | Re 
No. 02 Gasolene Torch, 1 
GE. cocccccccccccccccese® § OO 
No. 6350, Kerosene, 
1 Torch, 1 qt.. 7 & 
No. 19 Tinners’ 
Square tank, 1 gal..... 13 6¢ 
ne 16 Ay 
Round pre - 18 
No. 21 os & ae bes 
No. 110 “Automatic 
Soldering Furnace..... 1¢ 6 


Double Blast Mfg. Ce. 
Gasolene, Nos. 25 and 36..6¢@ 


Quick Meal Stove Ce, 
Vesuvius, F. O. B. St. Louls 3¢@ 
(xtra Disct. for large 
quantities) 


Okas. A. Hones, Inc. 
Buzzer No. 1.....+s+++0:8 9 
Buzzer No. ecceccccccce BD 
Buzzer No. 323........0.+ 18 6¢ 
Buzzer No. 42........--.. 16 00 
Buzzer No. 48......+.+-0- 19 60 


GALVANIZED WARE 


Pails (Galv. after made), 
10-qt. 


6o-détn comune cs seUbes $2 25 
Tubs (Galv. after made). 
> Sercdpanebebwateaescha $6 35 
Be. Be cane deat nenscéeess 7 20 
GLASS 
Single Strength, A, 25-in 
WIORINOR. « cc.ocses sescescce ce 5% 
Single Strength, A, 34 to 40- 
GR. GENE. Vos ccescscecases 
Single Strength A, all other 
DERSMERS . cccecececce ds csocve % 
Double Strength A, all sizes. .82% 


Cenductor Pipe 
Milcor Perfection 


Eaves Trough 
Milecor WBcli A RR 4 
Milcor Triplex Wire...... 104 
Milcor we Extension 104 
ay : Steel at pilus 1940 
mo n List same 
Selhock  'm. Wire, 


—Ts plus bee 
HOOKS 


Box 
v. & B. No. 1, each...... 
Conductor 


-8e Be 


Milcor 
“Direct Drive” Wrought 


Iron for wood or brick...16@ 


v. & R. No. 1, each......86 8 


“Front-Rank,” Automatic 


In single lots ..........++..80 

In lots of 10 or more.... iota 
In lots of 36 or more... 60-10% 
Vapor pans, etc., cach.....50¢ 


Btove Cover 


sceceee DOF Bro. 
-ver gra. 4 78 


Coppe 
Alaska 


MALLETS 
seceees DOr dom $3 Be 


Tinners’ 
Hickory 


Galvanized steel mitres, and 
caps, end pieces, outiets....386% 
Mileor 
Galv. ome piece stamped. .40% 


NAILS 


..84 Be 
Cut  TPOW | cc cccctsccccevce «. 4 86 


Common .......+.+- devencee OD 
Cement Coated ce 
(Continued on page 80) 
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Memorial Monuments 


Write for Prices and 
Illustrations 


Gerock Bros. Mfg. Co. 
Sheet cap" een 


STATUARY 
1252 So. Vandeventer Ave’ 
St. Louis, Mo., U. S. A. 











FEOLUS 
FOR HOMES 


The home should be prop- 
erly ventilated—few of them 
are. Here is a sales oppor- 
tunity often overlooked by 
the average Sheet Metal 
Worker, but one which offers 
a lucrative business to those 
who take advantage of it. 


FEolus-Dickinson Co. 





The 12-Cylinder Ventilator 
Used in Every State 
in the Union. 





Vent Makers Since 1888 
= uth Artesian Avenue 

Sart aw ee 
VENTILATORS Phone: Lafayette 1862-1863 











PERFORATED METALS 


Be Be oes 


All Sizes and Shapes of Holes 
In Steel, Zinc, Brass, Copper, Tinplate, etc. 
For All Screening, Ventilating and Draining 
EVERYTHING IN PERFORATING METAL 


THE HARRINGTON & KING PERFORATING (@ 

























Painted | Shingles 
Two kinds of Galvanized Shingles 


Cortright Metal Shingles are made of 
— and painted either red or 


Cortright Hand Dipped Galvanized 
Shingles are stamped from prime 
tin-plate and immersed one at a time 
in molten zinc. 

Cortright Stamped Shingles are made 
from galvanized sheets which come 
already galvanized. 

We'll gladly send our book, “‘Concern- 
ing That Roof. 


-<CORTRIGHT METAL ROOFING CO. 


}- Re} 23rd Street, Philadelphia 
S. Clark Street, Chicage 













Get wise to why 
thousands use — 


SOLID 
SAL AMMONIAC 


== the handy cleaner for 
soldering coppers == 


ak ECO is a scientific Sal 


Ammoniac — it does not crumble or cor- 
rode metal near jobs or tools. It keeps the 
copper in good condition — saves filing — 
saves trouble—saves time-—-saves money. 


Sk : EEO is the present day 


Sal Ammoniac. Handy to use, handy in 
size and shape. It has many advantages 
and no disadvantages. It keeps ‘‘fresh’’ 
and is good to the last. 


SPEEO lasts long. It out- 


lasts five times its weight of old-fashioned 
‘‘lump”’ sal ammoniac and is less expen- 
sive. All the big shops use it for speed, 
efficiency and economy. Speco is sold by 
all leading jobbers. 











If you are from 
Missouri just 
send for a sample 


Special Chemicals Company, 
Highland Park, Il. 






AM still a user of the old- 










fashioned “lump” Sal Am- 
moniac and want to be con- 
vinced that SPECO is better, 
more economical and much 
easier to use Send me a 










sample at once 






ee Sr =. ee tard tebe ds 60 ed a agehekaael 








EE EEE LS DEE PPT ee Pr ree 


NS ol. ee se wwe ct ceneeeean wa 
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ADVERTISERS’ INDEX 


The dash (—) tndiettes that the advertisement runs 
on a regular schedule but does not appear in this issue. 


A 
Aeolus Dickinson Co.......... 79 
American Foundry & Furnace 
BM 6660606600666 0b0000n0860 _- 


American Furnace Co..,..... 8 
American Rolling Mill Co..... 
TUTTTTETT TTT Front Cover 


American Steel & Wire Co... 83 
American Tube & Stamping Co. — 


American Wood Register Co... — 
Gee is 6 Ob 0b 00.64 86s caddceks - 
Awer Memister Ce... .ccccecsess 14 
B 
Barnes Zinc Products Co...... — 
EE SOO, Goi tks Vacd acces 72 
MOUNT Gee Ba Ths ccccccccccve ~- 
Bae Gk, Gis 60.6 ¢000 08 eee -- 
Pe rrr 83 
Brillion Furnace Co........... 13 


Burgess Soldering Furnace Co. — 


Cc 
Chicago Elbow Machine Co... — 
Chicago Furnace Supply Co.. 19 
Chicago Solder Co............ ~- 
Clark-Smith Hardware Co..... 81 
Clayton & Lambert Mfg. Co... — 


Cleveland Castings Pattern Co. 26 
Cee WE Gia a oe cesbevsrce 83 
Connors Paint Co., Wm....... — 
Copper & Brass Research As- 
DN 6 ted6n0 cg66nne 04 ae 46 
Cortright Metal Roofing Co... 79 
ke ee ee _ 
D 
Davis and Co., Inc., C. S...... 73 
Dieckmann Co., Ferdinand.... 77 
Dhaae BOR GB. os. civveccceds 81 
Double Blast Mfg. Co......... $1 
Double-Duty Elbow Co........ _ 
Dreis & Krump Mfg. Co....74-83 
E 
Eaglesfield Ventilator Co...... 19 
Excelsior Steel Furn. Co...... —_ 
F 
Wenner BAG. Giwi case ceescccs —_ 


Floral City Heater Co........ -— 
Forest City Fdy. & Mfg. Co... 22 
Be SD Gy 6h cccdacsose< - = 


Friedley-Voshardt Co......... 81 
G 

Gerock Bros. Mfg. Co........ 79 

Granite City Steel Works..... 30 

Gray & Dudley Co............ — 

Great Lakes Supply Co........ 76 
H 

Dn: Milvecekhs ¢udebn tes ® — 

Harrington & King Perf. Co.. 79 

oe eR Er 27 


Heating Systems & Supply Co. — 
Henry Furnace & Fdy. Co.... 20 
Hero Furmace Co.........-+¢- -—- 


Hess-Snyder Co...........+:. -- 
i -— 
Homer Furnace Co,.......... 2 
Megeen Ge., W. Bie picecc tar -- 
a A ee ae eee — 
meee Oa. C.. Bo sewdsiedes «da 74 
I 
RE MEE, (Dus gaade coaneken 67 
International Heater Co..... 44-45 
K 
Keith Furnace Co............ 11 
Kirk-Latty Mfg. Co.......... 26 
BREED Wo owe nce secncenes seee _— 
L 
Lalance & Grosjean Mfg. Co.. — 
Lamneck & Co., W. B........ oo 
Langenberg Mfg. Co.......... 21 
Lennox Furnace Co........... 7 
Liberty Foundry Co.......... 14 
Lupten'’s Sons Co., David...... -= 


M 
Marshalltown Heater Co...... 12 
Marshalitown Mfg. Co........ 74 
May-Fiebeger Co............- 13 
Merchant & Evans Co........ 77 
Meyer Furnace Co., The...... 5 
Meyer Bros, Co., F., The...... 16 
Milwaukee Corr. Co...Back Cover 
Monitor Furnace Co.......... — 


Mt. Vernon Furn. & Mfg. Co.. 23 
Mueller Furnace Co., L. J.... — 
N 

National EBnameling & Stamp- 
Rees. GOR. Mine cectcoccescceses 30 
New Jersey Zinc Sales Co., The — 
Northwestern Stove Repair Co. 22 
Gabians Bai. Ties ccccesscecs - 
Osborn Co., The J. M. & L. A. 77 
P 
Parker-Kalon Corp........... 75 
Re SS erry 86 
Peck, Stow & Wilcox Co..... 74 
Pecora Paint Co............+.- _ 
Peerless Foundry Co.......... = 
Peninsular Stove Co.......... 4 
Peoria Wood Reg. Co......... 22 
Quick Meal Stove Co......... 81 
Quincy Pattern Co............ 26 
R 
* 
Pee, B. TE, GO. cciecsase 22 
Robinsen Furnace Co......... 18 
Rock Island Register Co...... 17 
Royal Ventilator Company.... 74 
Rudy VWurmace Co.....cs.eses — 
Ryerson & Son, Inc., Jos. T _— 
Rybeokt Menater Co. ..ccccccecs _ 
Ss 
Sall Mountain Co............. 26 
Schwab & Sons, R. J......... 6 
Security Stove & Mfg. Co.... 12 
BS. “Bk, HONE OSG. oiccccses — 


Sheet Steel Trade Ex. Comm... 43 


Special Chemicals Co......... 79 
Standard Fdy. & Mfg. Co..... 24 
Standard Furn. & Supply Co.. — 
Standard Ventilator Co....... 81 
Stearns Register Co.......... 15 
St. Louis Heating Co......... 24 
St. Louis Tech. Inst.......... -- 
St. Clair Foundry Corp........ 20 
GONG =i cccccecceterces — 
Success Heater Mfg. Co...... —_— 
7 
Tagter Ga, 2a Go vivseass o% 65 
SROGAS Gas dc 6 cc dkbe seo oe —_— 
Technical Products Co........ -— 
Thomas & Armstrong Co..... 25 
Tuttle & Bailey Mfg. Co...... 29 
U 
Unishear Co., The, Inc....... 69 
United States Register Co..... — 
Utica Heater Co.i........... 3 
Vv 
Vedder Pattern Works....... 26 
Vile GRPGRE GD. feces ccc cscs 74 
Ww 
Warm Air Furnace Fan Co... — 
Walworth Run Fdy. Co....... “+ 
Watermann-Waterbury Co.... 71 
Western Steel Products Co.... 10 
Wheeling. Gert. Ge. .cicoccdes — 
Whitney Metal Tool Co...... 81 
Whitney Mfg. Co., W. A...... 76 
Williams Hardware Co....... _ 
Williamson Heater Co........ _— 
Wise Furnace Co............:. 9 
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Markets—Continued from page 78 


NETTING, POULTRY 


Galvanized before weav 
ng 30s cenepese 45-10% 
Galvanized after wea 46% 
PASTE 
Asbestes Dry Paste: 
200-Ib. barrel..........-.$15 00 
tt barrel. .....ee+++. } os 
ae tr... te 
6-1 BAB. cccccvccccces 66 
2%-lb. cartons ........ 30 
PIPE 
Conductor 


Cor. Rd., Plain Rd or Sq. 
“Interlock” Galvanized 
Crated and nested (all 


ga DP necccccccees + 10°3%H 
Crated and not nested 


(all gauges) ..... «eee 70-16% 
“Milcor” “Titelock” Uniform 
Blue Stove 

38 ga 6 inch U. C. 
nest ° eccecccccccse As OO 
28 ga ‘é Inch UL 
nest coccosescecccvces 29 OO 
28 ga ° inch U. 
= . yptpcsscsase cas 14 00 
ga inch . 
od ested Ste popesabensee ae 10 00 
ga ~ & 

Seo cishaneees eocese 10 60 

30 gauge, 7 inch U. “ 
otepe coccececcee BO OD 


T-Joint Made up 


6-inch, 28 ga...... per 100 33 6e 
Furnace Pipe 
Double Wall Pipe and 
a Fittings ..........60% 
Single Wall Pipe, Round 
Iron Pi Galvanized... .50% 
Galvan and Black 
Fittin oeeehecescece ---50% 
Milcor Gaivanized 
Pipe and Fittings....... -60% 
Lead 


Per 100 Ibs............+.8123 60 


POKERS, STOVE 
Wr'’t Steel, str’t or bent, 


-«++-per dos. $0 75 
Nickel Plated, ‘cot Te 


00 60 Coeceneoe .-per doz. 1 10 
POKERS, FURNACE 
MBG cc cc dbecccccdeccsocces so be 
PULLEYS 
Furnace Tackle....per doz. a 
Furnace Screw ( D 

Ventilating Register 


Per gross 00 
Small, per pair.......... 80 
Large, per pair.......... 60 


PUTTY 
Commercial Putty, 100-Ib. 
Been. scaces boos cabtashsagioe $3 40 


QUADRANTS 
Malleable Iron Damper......10% 


REDUCERS—Ovel Stove Pipe 


Per doz. 
7—6, 1 doz. in carton.......§2 00 
BASEBOARD REGISTERS 


@xcelsior ........ ccvcscceccecOO® 
FLOOR REGISTERS AND 
BORDERS , 

Cast BOR .cccoccece ~-30% 
Steel and Semi-Steel........ 40% 
Baseboard ........+.++ wees OG 
Adjustable Ceiling 

Ventilators ......... sane 40% 


Register Faces—Cast and Steel 
Japanned, Bronzed and 
ated, 4x6 to léxl4......40% 
rge Register , 
14x14 to 88x42 ............60% 


ge Register 
14x14 to 88x42 .......... --66% 
BRIDGE ROLL 
Mileor 
Galv., Plain Ridge Rol 
WElE on cence eceee +. 75-10-54 


Galv., Plain 
cra oececéghs eosceeeOne 
Globe Finials for Ridge Roll. .50% 


Best py slate su~t. preva ¥a 8 ae 
Best surfaced it} 


Medium “tale seccoe B OO 
Light tale coescccce SHO 
Red Rosin Sheeting, per ton 57 0+ 

ieee 
gross...$@ 63 
Ne 16 & Saar gross.. 68 
No. ict per gross... 83 


Viking $233 o 


No. 18 -+ee-88% 
Shear bi éescececoneene 
(i. o@ b. Marshallto owa. 

Peerless Steel a 

Feot Power 

me + 28 oe. <ap. ee 


ee eee eeeee 


is" 
10—120", 22 ga. cap...18 
44—52"; 16 ga. cap...16 


Oaet Iron Foot Power 
No. 01—80*, 18 ga. cap....159% 


neath ; 
No, 342—42", 10 ga. cap 16m 
No. %872—72", 10 ga. cap...1 
0 uses 3 Shaft U: 





(No. 
neath 
4 seer yy ae 169 
600 Serion, 3 nder- 


ey Drtve.) 
No. > 6180—120", 3/16” cap..15% 


National ......++s++++-40 é is 
Star 


eee ewe eeeee 


(Ad@4 for bluing, $3 per dos. net.) 


seer eter eee 


Winterbottom’s 
STOPPERS, FLUE 
@em, fiat, No. 3... per den. 
VENTILATORS .. 
weeecccecees 88 to 409 


poms 
oe 


Standard 


WIRE 
Piain pnmcates wire, No. §& 
100 


adivaniosa barb wire, oF ow 


» Mesee 8 8D 
catch weight spool, per 
100 Ibs. 


Galvanized Hog Wire, 8¢ 


spool spool.......+-. 8 
Galvani lain wire, No. 9, 
Stove Pipe, per scocccoe. Se 

WRINGERS 
No, 790, Guarantee per dos. $55 6¢ 
No. 770, Bicycle per des. 63 &¢ 
No. 67@, Domestic per doz $ be 
No. 110, Brighten per dos. be 
No. 750, per dos. 6&5 Se 
ne "S Bicycle per dos. 63 +4 

o. loneer per dos 
No. 2, Buperb per dos 3 oe 
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The Finest Collection of New 
and Handsome Designs in 


ART METAL 
CEILINGS 
and 


SIDEWALLS 


is at your a wl in selling metal ceilings if you offer the 
new Friedley rdt complete line. 


Our new book of 108 pages ons) in a handy manner these 
up-to-date patterns and a copy of this book is yours for 
the asking. 

We also specialize in made to order designs. 

Write for a copy of our catalog today. 






Also quametnstarse of Architectural Sheet Metai 
Ornaments and sheet metal statuary in ZINC- 
COPPER-LEAD — write for we giving com- 
plete details. 


F riedley-V oshardt Co. 


Fact 
733-737 St Halsted St. 761-771 Mather St. 
CHICAGO, ILLINOIS 
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This Is the Fire Pot You Need 
WHY? 


Bt always burns with a biue flame 
a ou produces THE HEAT. 
pound will heat and 
E melt solder in TWO MINUTES. 
bn pot Ws eo and 
doors in KIND OF 
A It will heat irons as fast as they are 
a No time wasted. 
a9 = than a gallon of gasoline is 
used in a day. 
It is smokeless and odorless while in 
operation. 
E It can be turned down low when not 
in use. 







rate out- 
THER. 





























 (VESUVIUS 


| BLOW TORCHES 


in pint or quart sizes 
With removable sol. tron 
quickly dering 











made of brass or non-corrosive 
oxydized terne plate. The lat- 
ter is particularly recommended 
for hard usage. 


Write for prices ana illustrated 
circular today 





QUICK MEAL STOVE COMPANY 
Div. American Stove Company 


Vesuvius Blow Torches ere 























Insist on 






Your Jobber can always get 
them. A Tinners Furnace 
may look like a torrid but 
not be one. “Torrids” are 
| unique in supreme quality. 
| GEO. W. DIENER 
MFG. CO., CHICAGO 


i CACO, IL Makers of fine Blow Torches and 
v Fire Pots. 2 


















NO. 5 JR. PUNCH 





Capacity %-inch hanes 16 gauge 
Weight ............... - 2% pounds 


Punch in center of rie : ee wT 
Length over all. init alii . a 8% inches 
YL fA Ses ST RE a 14-inch 


Tool shipped complete “with 3 sets of Punches and Dies, 

















825 Chouteau Ase. St. Louis, Mo. %-inch, 3 16-inch, %-inch. 
| WRITE FOR PRICES 
93 Forbes WHITNEY METAL TOOL CO. 93 Forbes 
Read the Wants and Sales Pages | oan ROCKFORD, ILLINOIS =e 
POU Cc . 
Plecker’ s Galvanized Eave Trough and Corrugated Expanding Conductors ' 
= Made of Costs no more 
= Keystone Lasts I onger 
i Copper Bearing Therefore 
El Steel 
2 CLARK-SMITH HARDWARE Co. PEORIA, ILLINOIS 
- PT TEL AETATIN LAIN AT Ma 


























oe asonet and most eficient combination to be hed. Has 
ipa bile cele eduantes . 
Manufactured by 


STANDARD VENTILATOR CO, 
LEWISBURG, PA. 


VENTILATOR «and CHIMNEY CAP 


en with high stacks, 


f the 
and positively cures we ate Mag The 
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BUYERS’ DIRECTORY 





Asbestos Paper. 
Gall Mountain Co., Chicago, Ill. 


Asbestos Products. 
Gall Mountain Co., Chicago, Il. 
Bale Ties. 


American Steel & Wire Co., 
Chicago, Il. 


Bolts—Stove. 
Mirk-Latty Mfg. Co., 
Cleveland, Ohio 
Brakes—Bending. 
Dreis & Krump Mfg. Co., 
Chicago, Tl. 
Brakese—Cornice. 
Dreis & Krump Mfg. Co., 
Chicago, Tl. 


Brass and Copper. 

Ss Brass Research As- 
sociati New York 
Wussey & Co., c. G., 


Pittsburgh, Pa. 
Merchant & Evans Co., 
Philadelphia, Pa. 





Cans—Garbage. 
Osborn Co., The J. M. & L. 
Cleveland, 


Castings—Malleable. 
Fanner Mfg. Co., Cleveland, Okie 


Metal. 
Friedley-Voshardt Co., 
Chicago, ML 
Hopson & Co., W. C., 
Grand Rapids, Mieh. 
Milwaukee Cerrugating Co., 
Milwaukee, Wis. 
Wheeling Cocruqgiies Co., 
heeling, W. Ya. 


Chaplets. 
Fanner Mfg. Co., Cleveland, Ohie 





Chain—Sash. 
Parker-Kalon Corp. 
ew York, N. ¥. 
Chimney Tops 
Standard Ventilator Co., 
Lewisburg, Pa. 
Cl Fu 
Sturtevant, Boston, Mass, 
Cleaners—Suction. 
Sturtevant, Boston, Maas. 
Copper. 


Friedley-Voshardt 1 chtoa m 
Milwaukee Corrugating Co. 
Milwaukee, Wis. 
Cut-Offe—Rain Water 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Dampers 
8. M. Howes Co., 
Charlestown, 


Damper Clips 
8. M. Howes Co., 
Charlestown, Mass. 
Diffuser—Air Duct. 
Aeolus-Dickinson Co., 
Chicago, Iii 
Doors— Metal. 
David Lupton’s Sons Co., 
Philadelphia, Pa. 
Eaves Trough. 


Berger Bros. Co., 
Philadelphia, Pa. 


Berger Co., L. D., 
Philadelphia, Pa. 
Clark-Smith Hardware Co., 


Lupton’s Sons Co., Davi 
Philadelphia, 
Milwaukee eee ailwauk ae 


New Jersey Zinc Sa 
new Tori N. Y. 


Wheeling Co 
True yhesiing. W. Va. 


Elbows and Shoes—Conductor. 


American Rolll Mill Co., 
iddletown, Ohio 


Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 
Double-Duty anew S Cm Ill. 


Lupton’s Sons 
_ Co iledelp iphia, Pa. 


Milwaukee Corrugating 
Milwaukee, Wis. 


Enamel Wire. 


Lalance & Grosjean ae. Co., 
Chicago, Il. 


Wood Faces—Cold Air. 
American Wood Register Co. 
Plymouth, Ind. 
Auer Register Co., 
Cleveland, Ohio 
Baglesfield Ventilator Co., 
Indianapolis, Ind. 
Milwaukee Corrugating eo 
Milwaukee, Wis. 


American Steel & Wire Co., 
Chicago, Ill. 


Flue Thimbles. 


Milwaukee Covequaes Co., 
Milwaukee, Wis. 
Furnace © t—Asbest 
Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Pecora Paint Co., 
Philadelphia, Pa. 
Sall Mountain Co., 





Chicago, Ill. 


Furnace Rings. 
Independent Register and Mfg. 
0., Cleveland, Ohio 
Milwaukee Corrugating 
Milwaukee, Wis. 
Walworth Run Fdy. Co. 
Cleveland, Ohio 


Furnace Fans. 


Warm Air Furnace Fan Co., The 
Cleveland, Ohio 


Furnaces—Warm Ai\lr. 
American Furnace Co., 
St. Louis, Mo. 
American Foundry & Furnace 
Co, Bloomington, Ill. 
Brilljon Iron Works, 
Brillion, Wis. 


Chicago Furnace Supply Co., 
Chicago, Ill. 
Excelsior Steel Furnace Co., 
icago, Ill. 
Floral City Heater Co., 
onroe, Mich. 
Forest City Fdy. & Mfg. 


Cleveland, Ohio 
Fox Furnace Co., Elyria, Ohio 
Gray & Dudley Co., 
Nashville, Tenn. 
Hall-Neal Furnace Co., 
Sadonanette, Ind. 
Henry Furnace & Fay. Co., 
Cleveland, Ohio 
Hero Furnace Co., Sycamore, IIl. 
Hess-Snyder Co., Massillon, Ohio 
Homer Furnace Co., 
Coldwater, Mich. 
International Heater Co., 


Utica, N. Y. 
Keith Furnace Co., 
Des Moines, Iowa 
Kruse Co., Indianapolis, Ind. 
Lamneck Co., W. E., 
Columbus, Ohio 
Langenberg Mfg. Co., 
coe Louis, Mo 


Lennox Furn Co., 
Marshalltown, ‘Ta:: 5 Syracuse, N. Y. 
Liberty Foundry Co., 
St. Louis, Mo. 
Marshalltown Heater Co., 
Marshalltown, Iowa 
May-Fiebeger Furnace Co., 
Newark, Ohio 
Meyer Furnace Co., The, 
Peoria, Ill. 
Cincinnstt, 


Cate 
Mt. Vernon Furnace & M 
Mt. . — %, in. 
Mueller Furnace o. 8. J., 
Milwaukee, Wis. 
Oakland Foundry Co., 
Belleville Ill. 
Peerless Foundry Co., 
Indianapolis, Ind. 
Peninsular Stove be 
Detroit, Mich. 


Richardson & Boynton Co., 
New York. N. Y. 


Monitor Furnace Co., 


Robinson Furnace Co., 


Cpteagen Til. 
Robinson Furnace Co., H., 
Cleveland. Ohio 
Rudy Furnace Co., 
Dowagiac, Mich. 
Rybolt Heater Co., Ashland, Ohio 
Schill Bros. Co., Crestline, Ohio 
Schwab & Sons Co., R. J., 
Milwaukee, Wis. 
Security Stove & Mfg. Co., 
ansas City, Mo. 
Standard Foundry & Mfg. Co., 
DeKalb, Ill. 
Standard Furnace & Supply Co., 
Omaha, Neb. 
St. Clair Foundry Corporation, 
Belleville, It. 
St. Louis Heating Co., 
St. Louis, Mo. 
Success Heater Mfg. Co., 
Des Moines, Iowa 
Thatcher Co., Chicago, Ill. 
Thomas & Armstrong Co., 
London, Ohio 
Utica Heater Co., Utica, N. Y. 
Waterman-Waterbury Co., 
Minneapolis, Minn. 
Western Steel Products 
Duluth. "Minn. 
Wise Furnace Co., Akron, Ohio 
Williamson Heater Co., 
Cincinnati, Ohiv 


Garages— Metal. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Thomas & Armstrong Co., 
London, Ohio 


—~~puag & 
David —_ Gane 
niladeiphia, Pa. 
Williams masdeuse Co., 
Streator, Ill. 


Grilles. 

Hart & Cooley Co., 
New Britain, Conn. 
Independent Register & Mfg. Co., 
Cleveland, Ohio 
Tuttle & Bailey Mfg. Co., 
Chicago, Ill. 


Handles—Boiler. 
Berger Bros. Co., 
Philadelphia, Pa. 


Hangers—Eaves Trough. 
Berger Co., L. D., 
Philadelphia, Pa. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


H 

Fox Furnace Co., Elyria, Ohio 

Gray & Dudley Co., 
proctotte, Tenn. 

Mueller Furnace Co., L. 
Milwaukee, Wis. 

Peninsular Stove Co., 
raat, Mich. 

Waterman-Waterbury 
Minneapolis, Minn. 


Heaters—School 
Floral City Heater Co., 


Monroe, Mich. 
Hero Furnace Co., camore, Ill. 


Meyer Furnace Co., The, 
Peoria, Ill. 
Standard Furnace & Supply Co., 
Omaha, Neb. 


Waterman-Waterbury Co., 
Minneapolis, Minn. 


H ctor 
Berger Co., L. D., 
Philadelphia, Pa. 
Haomidifiers 
Robinson Furnace Co., 
Chicago, Ill. 
Jobbers— Hardware. 
Clark-Smith Hardware Co., 
Peoria, Ill. 
Kitchen Utensils. 
Lalance & Grosjean Mfg. Co., 
Chicago, Il. 
Lath—Expanded Metal. 
Milwaukee Coorugames Co., 
ilwaukee, Wis. 
Machines—Crimping. 
Bertsch & Co., 
Cambridge City, Ind. 
Machinery—Culvert. 
Bertsch & Co. 
Cambridge City, Ind. 
Machines—Tinsmiths’. 


Bertsch & Co., 
Cambridge City, Ind. 
Chicago Elbow — — 


Dreis & Hrump Mfg. Co., 


™. 
Great Lakes Supply Co., 
South th Chicago, TL 
Marshalltown Mfg. Co., 
Osborn Co., The J. M. & L, 
rn e J. 
Cleve Bos Ann 
Peck, Stow & Wilcox Co., 
Southington, 
Ryerson & Son, Inc., Joseph T., 


Unishear Co., The, New Yor' .¥. 
Whitney Mfg. Co., W. A., 
Rockforaé, IiL 


Whitney Metal Tool Co. 
Rockford, ™. 


Metals—Perforated. 
ri E Perf 
= ngton & King See 


Miters. 
Friedley-Voshardt Co., 
Milwaukee ting Co., 

m ilwaukee, Wis 
Mitere—Eaves Trough. 
David Lupton’s Sons Co., 
Mil zk ousiin Go mid 
waukee 
Milwaukee, Wis 
Nails—Hardened Masonry. 
Parker-Kalon Co., New York, N. ¥ 
Nalis—Slating. 
Hussey & Co., C. G., 
Pittsburgh, Pa 


Naile—Wire. 
American Steel & Wire Co., 
Chicago, NL 
Oil Burners. 
Security Stove & Mfg. Co. 
Kansas City, 


Ornamente—Sheet Metal. 
Friedley-Voshardt Co. 
et Chicago, M1. 


@erock Bros. Mfg. o. 
Milwaukee Corrugat i te - 
Milwaukee, Wis 


Paint. 
Connors Paint Mfg. Co., Wm., 
Troy, 


N. Y. 
Pecora Paint Co. 
ws nlp Philadelphia, Pa 


& Stove. 
Cleveland — Co., 


cy Patt Quincy, TL 
edder Pattern Works, 
Troy, N. ¥Y. 


Pipe and Fittings—Furnace. 
Chicago Furnace Suey Co 


Waste. = 





™. 

Excelsi Steel Furnace Co., 
bf nr & Fay yw vi 
— Cleveland, Ohte 


Meyer & Bro. Co., F., 
Corruga’ 


Milwaukee . 
pewouyes, Wis 


Mueller Furnace Co. J., 
tak Wis 


Mi 
Osborn Co., The J. M. & L. A. 
Cleveland Sate 
Robinson Furnace Co. 
cago, Ill 
Standard Furnace & Supply Co., 
Omaha, Neb 


Pipe and Fittings—Stove. 
Excelsior Steel Furnace Co., 


Chicago, Iil. 
Meyer & Bro. Oo., F., Peoria, Tl 
Milwaukee . 
ilwaukee, Wis 
Pipe—Conductor. 
Berger Bros. Co. 

vi Painedeiphte, Fe 
Burton Co., W. J., Detroit, 
Clark-Smith Hdw. Co., Peoria, Il. 
Dieckmann Co., Ferdinand, 

Cincinnati, Obie 
Friedley-Voshardt Co., 


p= f & Co., C. G * 
‘usse 
J Pittsburgh, Pa. 
Lupton’s Sons Co., David, 
oon os eee. Pa. 
waukee Corrugating 

Girencies, Wis. 
New Jersey Zinc Sales Co., 

New York. N. 
Wheeling Corrugating Co., 
Wheeling, W. Va. 





When writing mention AMERICAN ARTISAN—Thank you! 
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“Where 
Can 
I Buy—’’? 


VERY day we receive scores of 
letters, telephone calls and 
=@ telegrams from our readers— 
ears sheet metal contractors, warm 

air heating contractors and 
hardware retailers, asking us where 
they can purchase materials, special 
machinery, supplies, different types 
and makes of furnaces, repairs and 
what not. 






Manufacturers also and advertising 
agencies who know of our reference 
service and information bureau make 
use of AMERICAN ARTISAN in lo- 
cating firms who sell what they need. 


You are urged to make use of this 
service. 


“Let us tell you where you can buy it.” 


AMERICAN ARTISAN 


620 So. Michigan Ave. Chicago, Illinois 
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50-INCH FORMING ROLL 


This Forming Roll is built in all 
standard sizes, with our Patented 
Opening Device by means of 

it is opened and closed in 
a few seconds. 
eal. pl tnt Sn 


sizes, for hand or 
belt power. 
Write for Catalog “ R’ 


BERTSCH & CO., Cambridge City, Ind. 
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COES 


FoR the customer who wants a 
Screw Wrenchtodo all sorts of 
work—to stand up under all kinds 
of strains—the Coes Steel Handle 
is the kind to sell. 


An all-steel wrench, properly heat 
treated, wearing parts hardened. 
The ideal wrench for “‘all-’round 
rough use.” 


How is Your Steel-Handle Stock? 


Coes Wrench Co. 


ESTABLISHED 1841 IN 
Worcester, Mass. 
3 C McCARTY & CO.,29 Murray Street, New York 


JOHN H. GRAHAM & CO., i 
113 Chambers St., New York | 


FENWICK FRERES, 8 Rue de Recrey, Paris, France 


STEEL 
HANDLE 


CHICAGO STEEL CORNICE BRAKES 


STANDARD OF THE WORLD 

















= 



































THE BEST BRAKE FOR ALL PURPOSES: 
Most Durable, ted, Low in Price; 
Made in All to Bend All Gauges 
of Metal. Over 23,000 in use. 
WRITE FOR PARTICULARS 
DREIS & KRUMP MFG. CO., 7404 Loomis Street ,CHICAGO 








eg 

electrical, rope, barbed, 

plain, nails (bright and 

coated), tacks, spikes. 

bale-ties, hoops, springs, 

netting, wire fences, steel 

posts, steel gates, trolley wire, rail bonds, flat 

wire (strip steel), piano wire, round and odd- 

shaped wire, screw stock, concrete reinforcement. 
Aerial Tramways. 

Illustrated Books describing uses, Free 


American Steel & Wire 





PR York 
Uv. 8. STEEL 1 "PRODUCTS cO.: 


San Francisco Los Angeles Portland Seattle 














Say you saw it in AMERICAN ARTISAN—Thank you! 
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BUYERS’ DIRECTORY 








Poste—Steel Fence. 


American Steel & Wire Co., 
Chicago, Ill. 


Bertsch & Co. 

Gambridge City, Ind. 

= aw ew go N. Y¥. 
Peck, Stow fleex Co., 

Sout: Conn. 


Co., W. A., 
Whitney Mfg. =. 


Whitney Metal Tool Co., 
~ Rockford, Il. 


Punches—Combination Bench and 
Hand. 


eetaret mois New York, N. ¥. 


1 Tool 
Whitney Metal T Recut m. 


wh Co. W. 
naey Ge. Rocktora, m1. 


ST vo 

1 Co. 

Whitney Metal ae ok mi. 
Whitney Mfg. Co., W. A., m. 


Putty—Stove 
Connors Paint Mfg. Co., Wm. 
= Troy, N. ¥. 


Pecera Paint 
Con niladelphis, Pa. 


we: New York, N. ¥. 


Radio—Sets and Supplies. 
Co., 
Williams Hardware 


Parker- 


or, Il. 


Rengee—Combinetion Gas & Cust 
Cox Steve Co., Pt oh 


Quick Meal Stove stove. Cer. Me. 
Thatcher Co., , a, N. TF. 


Bt Co., Abram, 
Cox Stove C0. viiadelphia-Chicage 
Quick Meal Stove 
Bt. Louis, Mo. 


Gray & Dudley Co. 
x ©y Nashville, Tenn. 
Warm Alr. 


Registers— 
American Wood ss Co., 
lymouth, In@ 
Auer Register Co., 
Cleveland, Ohio 


Chicago Furnace Supply Co., 


Lamneck & Co., w E., 

M & Bro. Co. obo Th. 
eyer jen Boe 
waukee 


-_ Milwaukee, Wis. 


Mueller Furnace on L. J. 
Milwaukee, Wis. 
Peoria Wood Register Co., os 


Peoria, 
Robinson Furnace Co., m. 
Rock Island Resigter, Co. a, Ti. 
Standard Furnace & Supply ie 
Stearns Register Cr, trot, eh, 


Tuttle & Bailey Mfg. 
Shicase, mL 
United States go ol Co., 


om Mich. 
Walworth Run Fay. 


Gieveiand, Onie 
Wood. 


American Wood en So ae 
ymou 


Auer Register Co., 
Cleveland, Ohio 


Chicago Furnace Supp’ 


Baglesfield Ventintes Co., 
Indianapolis, Ind. 

Peoria Wood Register Co., 
Peoria, I!). 


Regulators—Damper. 


ay York, N. ¥. 


and Furnace. 
Co, H B., 
Syracuse, N. Y. 


Mertuwestern Stove ae. - 


American Rolling sii Co., 
a dletown, Ohio 

David Lupton’s Sons Co. 
Philadelphia, Pa. 


are iltaukes, Wis. 


Ri 
Kirk-Latty Mfg. 
Giveiana, Ohio 


Lal & Grosj M Co. 
ean ° 
_— Chicase, Th. 


Kirk-Latty Mfg. Co., — 
. . Cleveland, Ohio 


Rolle—Forming. 
Bertsch & Co., 
Cambridge City, Ind. 


ary | Cement 
Connors Paint Mfg. 


Co., Wm., 
Troy, N. Y. 
Pecora Paint Oy 


hiladeiphia, Pa. 


Flashing. 
Heantos Co., H. E., ty ~~ N. ¥. 
——— Giresehen, Wis. 


Lea Wt and Steel. 
American oe Mill Co., 


GME iddletown, Ohio 

rt t e Rooting ne 

pag Vosharat So — 
- Chicago, Il. 


Granite City Steel Works, 


Granite City, Ill. 

Inland Steel Co., Chicago, Ill. 
Merchant & Svege Co., 

Philadelphia, Pa. 
Milwaukee Corrugatne 

Mi ee Wis. 


Osborn Co., The J. 
Cleveland, *Sato 


Wheel! Corrugating Co., 
” “Wheeling. Ww. Va. 


Taylor Co., N. & G., 
*pitiedelphia, Pa. 

Wheeling Corrugating Co., 
Wheeling, W. Va. 


Roofing—Zinc. 
New Jersey Zinc Sales Co., % 
New York, N. Y. 


Rubbish 
Hart & Cooley Co., 
New Britain, Conn. 


Specials Chemicals Co., 
Highland Park, Ill. 
Schools—Sheet Metal Pattern 
St. Louis Technical Institute, 
St. Louis, Mo. 


Schools—Warm Air Heating. 
Northern Institute, 
Cleveland. Ohio 


Screws—Sheet 
Parker-Kalon Corp., 
New York, N. Y. 


Harrington & Ki Porfor tin 
D ng orating 
Co., Chicago 


Shears—Hand and Power. 
ee: Bibow Co., Aurora, Il. 
Marshall Mfg. 


arshalltown, Iowa 
Peck, Stow & Wilcox Co., 

Southingt Conn. 
Ryerson & Son, Inc., Jose r., 


Unishear Co., The, New York 
Viking Shear Co., Brie, Pa. 
Sheets—Black and 

American Roll a BR 


Ohio 
Davis Co., Inc., C. 8. Geroabe. Ti. 
Granite City Steel Works, 

Granite City, Il. 
Inland Steel Co., Chicago, Ill. 
Merchant & Bvans Co. 


Fanedstghia, Pa. 
Milwaukee Co ting be 
liwaukee, Wis. 
National Bnameling and Stamping 
Co.. Gran aw yy. Ti. 
Osborn Co., The a &L. A. 
x AY Onto 
Ryerson & Son, an “Joseph T 


Taylor Co., N. & G., 
Philadelphia, Pa. 
Wheeling ting Co., 
ootlng. W. Va. 


Sheeta—Iron 
American Ro Mill Co., 
iddletown, Ohio 
Merchant & Evans Co. 
Philadelphia, Pa. 
Sheets—Tin. 


Davis Co., Inc., C. 8., Chicago, Il. 
Granite City Steel Works, 

Granite City, Il. 
Merchant & Evans Sy. 


Philadel hia, Pa. 
es ee and Btamping 
Granite City, tie 
Tayler Co., N G., 
Philadelphia, Pa. 
Sheetse—Zinc. 
New Jersey Zinc Sales Co., The, 
New York, N. Y¥ 
Shingles and sy gay 


Cortright Metal Roofing 
Punedeipyie, Pa. 
Milwaukee Co 


ting Co., 
Wheell Miwaukee — 
eeling Correqg Sea 
heeling, W. Va. 
Sall Mountain Co., Chicago, Il. 
Shingles—Zine. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Sifters—Ash. 
Diener Mfg. Co., G. W., 
Chicago, Il. 
David Lupton’s Sons Co., 


Philadel; hia, Pa. 
Milwaukee Convnaetes 


Snips 
Peck, Stow & Wilcox Co., 
Southington, Conn. 


ukee, Wis. 


Solder. 
Chicago Solder Co., Chicago, IIL 
Double-Duty Elbow Co., Aurora, Ill. 
Milwaukee Corrugat ing Co., 
Milwaukee, Wis. 


Furnaces. 
Otto, Newark, N. J. 


Bernz Co., 
Burgess Solderi ering Furnace Co., 
Columbus, Ohio 
Clayton & Lambert Mfg. Co., 
Detroit, Mich. 
Diener Mfg. Co., G. 
Chicago, Ill. 
Double Blast we. os 
h Chicago, Ti. 


Quick Meal mete Co., 
St. Louls, Mo. 


Soldering Supplies. 
Double-Duty Elbow Co., Aurora, Il. 
Special Chemicals Co., 

Highland Park, Iii. 


yr | ee 
Diener Mfg. Co., G. 


a I. 
Hessler Co., H. E., Syracuse, N. Y. 


Stars— Iron Cleaning. 
Fanner Mfg. Co., Cleveland, Ohio 


Friedley-Vosnenae Gs. 


” swaspec ™m. 
Gerock Bros. Mfg. 
-” Louis, Mo. 


Steel ish 
American Tube & Stamping Co., 
Bridgeport, Conn. 


Stove Pipe Reducers. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Stoves—Camp. 
Quick Meal Stove Co., 
St. Louis, Mo. 


Stoves—Gasoline and Oil. 

Quick Meal Stove Co., 

St. Louis, Mo. 

Stoves and Ranges. 
Gray & Dudley Co., 
— Tenn. 

Oakland Foundry Co. 

Belleville, Til. 


Peninsular Stove Co., 

Detroit, Mich. 
Quick Meal Stove Co., 

St. Louis, Mo. 
Thatcher Co., Newark, N. J. 


American Stee] & Wire ° 
Chicago, Il. 


Tile Oement—Elastic, 
Pecora Paint Ce. 


Philadelphia, Ps 


Davis Co., Inc. Chicago, I). 
Granite City Steni Works 
Granite City, Il. 


Milwaukee Cocrugemne Co., 
waukee, Wis 
National Buameline ana Ramone 


Co., ot. ll 
Osborn Co., The J. M. & L. A., 
Cleveland, Obie 
Taylor Co., N. & G., 
Philadelphia, Pa 


Tin—Perforated. 
Barrington & King Pogspenting 
Co., Chicago, Tl 
Toole—Tinsmith’s. 
Bertsch & Co., 
Cambridge City, Ino 
Chicago Elbow Machine Co., 
Oak Park, Il) 
Dreis & Krump Mfg. Co., ne 
Great Lakes only &. r 
Chicago, mi 


Sout 
Marshalltown Mie. Co., 
alitown, jowe 
Osborn Co., The a 

jeveland, Sibte 

Peck, Stow & Wiless Co., 
ston, Conn 
Ryerson & Son, Inc., Joseph T., 
Unishear Co., The, New York, N. ¥ 
Sh Co., om 8 


iking 
Whitney . Co, W. 


Metal Tool Co. Rocktord, a 
Whitn ~ ‘00 
as a a Th 
Torches 
Berns Co. ne Newark, N. J 
Burgess Solderi Furnace Co., 
Columb Ohie 
8 & Lambert Mfg. te. 
Detroit, Mich 
Diener Mfg. Co., G. W. aie me 
Double Blast Mfg. Co. wren 
orth Chicago, 1) 
Quick Meal gtove On, Co., 
St. Louls, Mo 


Trade Extension 
Copper & Brass Research As- 
sociation, New York, N. Y. 
Sheet Steel Trade Hxtension 
Committee, Pittsburgh, Pa 


Trimmings—Stove. 
Fanner Mfg. Co., Cleveland, Ohie 


Ventilators. 


Arex Company, Chicago, IK 
Aeolus Dickinson Co,, Chicago, Il) 
Berger Bros. Co. 
Philadelphia, Ps 
Priedley-Voshardt Co., 
Chicago, Il 
David Lupton’s Sons Co., 
me a hia, Pa 
‘waukee Corrugatin 

Milwaukes, Wis 
Royal Ventilator Co., 

Philadelphia, Pa 
Standard Ventilator Co., 


Lewisburg, Psa 

Sturtevant Co., Boston, Mase 
Ventilators—Celling. 
Baglesfield Ventilator Co., 

Indianapolis, Ind 


Cleveland, Okie 

Tuttle & Bailey Mfg. Co., 

New York 
Windows—Steel. 

David Lu ’s So Co., 
—? Philade Iphia, Pa 
Wire—Electrical. 

American Steel & Wire Co., 

Chicago, 1) 
Wire Hoops. 
American Steel & Wire Co., 
Chicago, Mi 
American Steel & Wire Co., 
Chicago, 
Wrenches. 


Coes Wrench Co., 
Worcester, Mass 
Peru, Ml. 
Zinc. 


Merchant & Evans Co. 
Philade 


New Jersey Zine Co., 
New York, N. TY. 


Pa. 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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WANTS AND SALES 


———S{= 
For paid yearly subscribers, AMERI- 
CAN ARTISAN AND HARDWARE 
RECORD will insert under this head 
advertisements of not more than fifty 
werds WITHOUT CHARGE. Employ- 
ers wishing to secure employes, parties 
desiring to purchase or sell business, 
secure partners, or to exchange, etc., 
will find that these pages offer excel- 
lent opportunities to satisfy their 
wants. Clerks and tinsmiths looking 
fer situations will find it to their ad- 
vantage to use these columns. Those 
who respond to these announcements 
please mention that they “READ THE 
ADVERTISEMENT IN AMERICAN 
ARTISAN AND HARDWARE 
RECORD.” 


BUSINESS CHANCES 








LIGHTNING RODS—Dealers who are 
selling Lightning Protection will make 
money by wri us for our latest Fac- 
tory to Dealer ces. We employ no 
salesmen and save you all over head 
charges. Our Pure Copper Cable is en 
dorsed ey, ee. P. >-A Insurance a 

nies and reliable dealers. 


Write today for samples and prices. L. i 


For Sale—Old established sheet metal 
and roo’ business. Located in one of 
the best cities of the south. Doing ap- 
proximately $200,000 yearly business, and 
making from twenty to twenty-five thous- 
and per year. Owner wants to retire. 
Would sell outright, or consider a part 
ovecre proposition from one capable 

responsibility. This is a won- 
Sertul tion for the right man. Ad- 
dress B-92, care AMERICAN ARTISAN, 
= South Michigan Avenue, Som, 5 x 
nois. 


For Sale—Plumbing, heating and sheet 
metal shop doi p. to $20,000 annual 
business. Located in Eastern lowa town 
of 3000 people. Only one other shop in 
town. Lots of work and ts have 





your avootment the first year. 
Reason for sell ill health. Address 
B-94, care A CAN ARTISAN, 620 


South Michigan Avenue, Chicago, iinois. 
Business Chance — A first-class sheet 
metal worker of wide oupeueece in gen- 
eral lines of trade would consider new 
location or a partnership on a buy. Lease, 
rent or percentage basis in an established 
oe new eS prospects. 
ease give fu Nees Address . 
care *“.fipric ARTISAN, 620 South 
Michigan Seoaaa. Chicago, Illinois. 22-3t 
For Sale—Furnace and sheet metal 
shop at Hammond, Indiana. BEstablished 
going concern, valuable furnace agency. 
rtunity for a hustler. Reason for 
elling, entering other business. Address 
B-90 0, care ERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, Miinols. 
For For Sale—Fully equipped sheet metal 
and machine shop in central Iowa. City 
of 17,000 population. Doing bus— 
iness. Very reasonably if taken, 
soon. Owner has er * usiness inter. 


‘ ddress— AMERICA 
ARTISAN, 620 South Michigan Avenue, 
Chicago, pene. 21a 


cated im a thriving 1 Wing ‘tle ety hear ae 


eral fakes ‘in southern 

















ter a nner who is a ye Aa 
a0 Ss South 7, care AM Avenue, Chicago, Illi- 

nois. “sete 
For Sale or Lease—Best equi shop 
in Casper, Wyoming. Other Te- 
quires ay attention. Deal must be closed 
Ce Tsk 





uipped tin shop = 
city of 7000. _O) in connection wi 
hardware store. Reasonable terms, 
capital required. Answer care Box 124, 
Brookfield. Missouri. 21-3t. 


BUSINESS CHANCES 
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SITUATION WANTED 








For Sale—A sheet mow shop ent fur- 
nace works located in Wisco: 
established and 


selling. 
property in exchange located in 
or southern Missouri. Address B~-75, care 
AMERICAN ss 620 South Michi- 
gan Avenue, Chicago, Illinois. 17-6t 





For Sale—Old established sheet metal 
and stove be ag 
cornice bi 


oe -~-4 
selling, must settle an estate. ye BA 
B-73, care of AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, me. 





For Sale-—Must sell at once; well es- 
tablished sheet metal business and stock, 
cocpers: with hardware com-— 


om Pa ining bu Rent on 2,000 
Fick Gear apace, lous am ‘fixtures 00 


Good reason for selling. Will show profit 
to interested party. Thatcher Furnace 
Agency. Address Darling & Saxton, Wee 
pun, Tisconsin. 17-8t 





For Sale—Sheet metal shop in north- 
eastern Iowa. Full set of tools. Good 
established business in town of 1500. No 

tition. Fine school facilities. Good 
territory. Excellent opportunity for a 
tinner and plumber combined. Address 
B-77, care AMERICAN AR 
South Michigan Avenue, Chicago, Iilinols. 





HELP WANTED 





WANTED—2 first class tinners and sky- 
light makers. Plenty of work all the year 
around. Job to sober and competent 
workman at good pay. Also can now use 
a good working foreman who can estimate 
---* take charge of business when I am 

way. Delightful climate, never warmer 
than 96, coo breezes from the bag or gs 
most of “the time. State e. Wire 
address, Box 1936, St. Petersburg, Florida. 





Wanted — Capable mechanic familiar 
with blow-piping and general light and 
light heavy sheet metal work for fac- 
tories. Must be layout man and 
familiar with power equipment in addi- 
tion to ordinary hand too Young man 
capable of developing into ‘shop foreman 
powseseee. Open shop condition. Good 

es and year around job. Address 
B-79, care AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, Tih se 





Wanted—First class sheet metal work- 
er experienced in all around jobbing shop 
work, that can lay out his own patterns. 
Also experienced in furnace work. Steady 
job and good wages year around 3 the 
man that knows his stuff. Apply L. O. 
Ludwig, 115 Fifth St., Michigan City, 
Indiana. Phones 2565 or 2852. 22-3t. 





Wanted—Two first class mechanics 
competent to handle anything that comes 
up in a job shop, either out or inside. 
Steady work. Union Scale. All replies 
treated confidential. Address—Blooming- 
ton Radiator and Sheet Metal he? 4 
Bloomington, Indiana. 21-3 


Wanted—Hustling young man cacabre 
of taking. charge of outside work and 
soliciting business. Wonderful 1 
ity for ht man. Address B-91, 
AMERIC. ARTISAN, 620 South Michi- 
gan Avenue, Chicago, fiinois. 22-3t. 


Wanted—At once, tinner that 
tands furnace work and al) kinds of “ob 
work. Steady job S10. ear i pe Ped 
" ages .00 per week. . 
dress J. H. Barnett, Dodge City, anesee. 


Wanted—Good all around sheet metal 
worker. State experience on ventilating 
work. One éeller. per hour. Steady — 
tion in south. Address B-84, 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 20-3t. 


Wanted—An all wey- sheet metal 
worker. Steady work for good man. Ad- 
dress Bartholomew & Co., Mich 
City, Ind. 19-3t 














Situation Wanted — By expert furnace 
man. A real heating engineer, one that 
can sell furnaces, lay out the job, figure 
capacities, heat loss, B.t.u.’s, etc. 1 am 
thoroughly experienced at the bench as 
a furnace setter, thoroughly familiar with 
the standard code, a sheet metal worker 
by trade. Age 35. Will go anywhere. 
Strictly sober and reliable with Al ref- 
erences. Now employed, but want to 
change for the better. Let me have your 
proposition and I will prove all I ve 
said. Address The Furnace Man, 619 
North 16th St., Omaha, Nebraska. 22-3t 


Situation Wanted—Young —y with 16 





years’ experience | = lumbi posting 
and tinning. uke 's b the 
year aroun 


sary. 

swering as to es, hours if stead 
work. Get in touch with me at once 
you want a reliable man. Can read 
prints and run a hy: Address B-60, 
care AMERICAN iSAN 620 South 
Michigan Avenue, Chisabe. illinois. | 





Situation Wanted—With furnace manu- 
facturer. Married man, 38 years old. 
Have had several years’ experience in 
warm air neates business. ow how to 
plan, sell and install. Would like to se- 
cure sition with some good furnace 
manufacturer in the office as assistant or 
to do any kind of detail work. Would 
not object to doing some traveli on =~ 

pert work. Address B-95, care 
CAN ARTISAN, 620 South Michigan Ave- 





nue, Chicago, Iilinois. 22-3t 
Situation Wanted—By a all around 
plumber, tinner and s tter, also good 


on repair work. Am middle mar- 
ried and want steady position “the 


come on 
short notice. nee state 
CAN TISAN, 


B-71, 
=e South Michigan Avenue, Chicago, Illi- 
nois. "17-3 


Situation Wanted—By first class tinner 
and furnace man, making a specialty of 
warm air heating. Can lay out 
prints, estimate and draft tterns. 12 





years’ experience. e 33. ddle West 
preferred. = au iculars. 

dress B-80, CAN ARTISAN, 
620 South Michigan Avenue, Ci, on 





Situation Wanted—In central western 
states by competent plumber, Ly 4 and 
furnace man. Middle age; q 
Have wide experience in the trades. Spent 
several years in some of the — 7 east— 


man on a paying basis. dress Box 34 
Saco, Montana. Test 


Situation Wanted — By a first class 
metal casket maker. Have been foreman 
of a metal casket factory for some time 
and I am able to do the work as foreman 
or first mechanic of big shop. Am sin- 
gle, middle aged. state rt 
Address B-81, care AMERICAN ARTI- 
SAN, 620 South Michigan Avenue, oe 
cago, Illinois. -3t 


Situation Wanted—By practical tinner 
furnace workman with some plumbing ex- 
perience in a country town, sh con- 
nected with hardware store. Will work 
at a reasonable salary, or buy one half 
interest in live tin shop. Address H. J. 
ates. 725 W. Main St., Washington, bw 9 
sour 


Situation Wanted—By a first class com- 
bination wunher and tinner, also all 
around repairing. Married Want steady 
position the year around with a .. 











firm in a small town. Address B-82, care 
AMERICAN ARTISAN 620 “South Michi. 
gan Avenue, Chicago, Minois. 20-3t. 





Situation W Wantee—Sy pamper and 
furnace man who can do electric wiring 
and pump work. Can also help in hard- 
ware store. 48 years - ae tore 4 
position. Address B-38, 

ARTISAN, 620 'S South Michigan yon 
Chicago, Illinois. 21-3t 


Wanted—Steady position as plumber; 
also handy on steam or hot .water heat- 
ing. Also good gas engine mechanic. 
Married. Can furnish best of references. 
Address B-76, care AMERICAN ARTI- 
SAN, 620 South Michigan Avenue, Chi- 
cago, Illinois. 18-3t. 








When writing mention AMERICAN ARTISAN—Thank you! 
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SPECIAL NOTICES 














Situation Wanted — By sheet metal 
worker of over 18 years’ experience in 
general lines. A thorough shop mechanic 
and good pattern cutter in cornice, heat— 
ing and special work. Neat and accurate. 
Can take charge if —— Address, 
with full particulars, B-89, care AMERI- 
CAN ARTISAN, 620 South Michigan Ave- 
nue, Chicago, Mlinois. 22-3t 





Situation Wanted—By a practical all- 
around sheet metal worker with 25 years’ 
experience. Can lay out own work and 
erect same. State wages. Position must 
be steady. Address B-78, care AMERICAN 

ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 18-3t 


TINNERS’ TOOLS 


Wanted—1 pair of No. 742% wide gauge 
roofing seamers to follow 1% and 1 

roofing tongs. 1 roofing cleater and nail- 
er No. 997 bad + manure; 1 No. 542 large 
turner; 1 turner with 1% 
face; 1 No “550 elbow edging machine 
with 1% face; 1 No. 986 skate ripper, also 
some stakes as follows—No. 949 double 
seaming with 4 heads; No. 958 teakettle 
stake with 4 heads. All tools and ma- 
chines must be in perfect working condi- 
tion. State what you have, its condition 
and “ Address Box 216, Saybrook, 
Illinois. 18-3t. 

















Wanted—To buy a second hand circular 
shear in good condition. Address Johnson 
as py Be : A 9 South Broadway, ey 

olorad 8- 





For Sale—2 forming machines, 2 sheet 
iron folders, 1 bar folding machine, 1 wir- 
ing machine, turning and buring ma- 
chine, 1 30-inch squaring machine, 1 
beader, 1 groover, double seamers, stakes, 
tongs, bench shears, and small tools, set 
of plumbing tools, 1 new National cash 
register, cost $275, will sell cheap, used 
zs months. Address Box 251, a 

L t 





For Sale—The sheet metal business of 
the Metal Products Company, Mason 
City, Iowa. Merchandise and tools in- 
voiced over $11,000.00 on January Ist. 
Will sell for 30 percent less than invoice. 
Must be sold by July ist. Average bus- 
iness +45. « per year. Write R. E. 
Pauley, P. O. Box 513, Mason City, tery 

1-3t. 





For Sale—Cheap if taken soon. One 
No. 615 American Steam Boiler, in A-1l 
condition, excepting crack in rear sec- 
tion. Been in use about four years, the 
last part of the season with this section 
plugged. Address—Box 342, Odell, Illi- 
nois. 21-3t. 





Wanted — One No. 676 used Samson 
punch, in good condition. State condition 


and price. Address B-87, care AMERI- 
CAN ARTISAN, 620 South Michigan 
Avenue, Chicago, Illinois. 21-3t 





Wanted—Circular shear and beading 
machine in good condition. Will pay 
cash or trade grooving machine for same. 
Address—Radiator Repair Shop, Holyoke, 
Colorado. 1-3t. 





Wanted—1 10-inch brake A-1 condition 
and squaring shears. The price must be 
ight. Address B-83, care AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 20-3t 





Wanted—Ten foot Chicago steel cornice 
brake. Must be in good condition and a 
bargain for cash. Address B-85, care 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 20-3t 





For Sale—A complete set of sheet 
metal tools and machines, benches, ropes, 
stock. Cheap if taken at once. Address 
Paul M. Fink, 1924 N. Fairfield Avenue, 
Chicago, Ill. 19-3t 





For Sale—Complete set of tinners tools. 
A-1 condition. New 8 ft. Chicago Steel 
Brake. Address Beatty's, 5th and Perry 
Street, Defiance, Ohio. 22-3t. 


Order your books now with your re- 
newal to AMERICAN ARTISAN. You 
can save 10 per cent on your total pur- 
chase. Subscription to AMERICAN 
ARTISAN is $3.00 for 2 years. Take ad- 
vantage of this saving also. 





The book, “Home Instruction for Sheet 
Metal Workers,” by William Neubecker, 
and edited by Frank X. Morio, contains 
facts that you want to know and know 
how to use. A practical instruction man- 
ual for the apprentice, mechanic and 
master sheet metal worker, covering the 
course of instruction given students in 
the sheet metal department at the New 
York Trade School. Cutting, forming, 
preparing full-size details from archi- 
tects’ blueprints, developing patterns and 
bending on the brake and setting the 
work together. Chapters on skylight and 
pitched skylights, stationary and mov- 
able louvres, turret sash, gearing, etc. 
400 pages, 684 illustrations, bound in 
cloth, with 15 folding plates bound sepa- 
rately. Price $5.00. Order from the Book 
Department, AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, Illinois. 


SPECIAL NOTICES 
Special Notices — displayed 
charged 








want ads—are at the 
rate of $3.06 per inch per in- 
sertion. 


ATENTS 


HUBERT E. PECK 
Patent Attorney 
Barrister Bidg.. WASHINGTON, D. C- 








WANTED HIGH POWERED 
SALESMEN 


To sell a high grade line of circu- 
lators, ranges and furnaces in central 
West. Experience and references re- 
quired. Address L-65, care AMERI- 
CAN ARTISAN, 620 South Michigan 





Avenue, Chicago, Illinois. 20-4t. 
WANTED 
EXPERIENCED FURNACE 
SALESMEN 


A well known and highly rated com- 
pany manufacturing a complete line 
of warm air furnaces has attractive 
opening for successful salesmen and 
branch managers in Indiana and 
Michigan. Confidential correspon- 
dence invited. Address First Letter, 
“Furnace Manufacturer,” L-66, care 
AMERICAN ARTISAN, 620 South 


Michigan Avenue, Chicago, IIlinois. 
20-1t. 





FOR SALE 


Weatherly’s Furnace and Sheet Metal 
Works in Grand Rapids, Michigan. A 
good opportunity for somebody. Long 
established and a good location. Ill 
health cause of selling. Address C. S. 
Weatherly, 949 Cherry Street, S. E., 
Grand Rapids, Michigan. 14-3t 


JUNIOR SALESMAN WANTED 


High grade manufacturer of warm 
air furnaces and boilers has opening 
for several junior salesmen on Chicago 
and nearby territories. Duties at pres- 
ent will consist of intensive develop- 
ment work but regular territories will 
be arranged later for all. men with 
successful record. 

Would prefer negotiating with ap- 
plicants between age of 24 and 27 who 
have had considerable retail selling 
experience in Hardware or Contract- 
ing shops. Address L-67, care 
AMERICAN ARTISAN, 620 South 


Michigan Avenue, Chicago, Illinois. 
22-3t. 





FURNACE BUSINESS 


FOR SALE—Established 30 years at 
Grinnell, Iowa. Retail. Death of 
owner cause of selling. Good oppor- 
tunity. Small capital required. Shop, 
garage, dwelling on ground. May be 











rented. Address Lillie M. Griffith, 
Executrix, Grinnell, Iowa. 18-2t. 
Manufacturers 


of 
Warm Air Heaters 





ERE’S the salesman 
you're looking for. 
| He can help you in that 
sales drive that you are 
| putting on — he gets re- 
sults—he knows the game 
—he knows the trade and 
he is well known and re- 
spected by thousands of 
live, high class warm air 
heater installers through- 
out the country and es- 
pecially in the middle west 
and west. 


He has called on the trade 
and sold warm air heaters 
for many years—yet he’s 
an up-to-date salesman 
| who works every week of 
the year—rain or shine. 


This salesman’s name is 
AMERICAN ARTISAN 


and you can secure his 
services at once. 


Write today and get com- 


lete details concerning 
his ability to work for 


you with your 
regular salesmen. 























Say you saw it in AMERICAN ARTISAN—Thank you! 
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Does Advertising in 
American Artisan 
produce results‘) 








No. 1 
ofa 
Series 
of 


Letters 


AMERICAN ARTISAN—620 South Michigan Avenue 
CHICAGO, ILLINOIS 


OU may send us full information concerning 
your publication and plans for a result produc- 
ing advertising campaign. 
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MILCOR_> 


“INTERLOCK” CONDUCTOR PIPES 


Tees stand the gaff! That is why more Milcor “Interlock” 
Conductor Pipes and Trimmings are used than any other 
kind. Sheet Metal men who sell Milcor Products exclusively 
find that it pays. So will you. Try it this year! 
All Milcor Products can now be secured in 


We recommend TWENTY- Also furnished in Galv. Steel, 

EIGHT GAUGE or heavier Galv. “Coppered Metal”, 

for all outside work. Pure Copper and Pure Zinc. 
Ingot Iron 


MitwaukeE CorruGATiInG Company, Milwaukee, Wis. 


Chicago, Illinois Kansas City, Missouri 


La Crosse, Wis. 


May 


29, 1926 








